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1932 was a record-breaking year for the Viande knife, 


Figures just completed show a 
50% increase in sales of Viande 
knives in active 1847 Rogers Bros, 


patterns in 1932 over 1931. 


THERE ARE TWO CAUSES FOR 
THIS FINE SHOWING: 


@ The support which you and 
other loyal 1847 Rogers Bros. sil- 
verware merchants have given this 


improved table knife. 


@ Constant and unremitting ref. 
erence to Viande in all 1847 Rogers 
Bros. magazine and radio adver- 
tising in 1932. 

WAY THE OLD WAY 
, wis ga on the handle Your . presses on the upper THESE SAME REASONS IN- 
Tar ticxeke Moh Mi lal-Mollolel—s Yolo l- Moh Mil -ME dilhi-mollolol SURE CONTINUED VIANDE 


LEADERSHIP IN 1933. 





The mark of the International Silver Company — 
the world’s largest manufacturer of silverware — 
the world’s largest advertiser of silverware. 


1847 ROGERS BROS. 


A PRODUCT OF THE INTERNATIONAL SILVER COMPANY, Meriden, Conn. 





NEW YORK, 9-19 Maiden Lane . CHICAGO, Merchandise Mart . SAN FRANCISCO, 150 Post Street : ST. LOUIS, Ambassador Building 


* 
REG. U. S. PATENT OFF. 


' 

































































THe 
JICWELERS CIRCULAR 
/ , | 
VOLUME 103, No. 6 aw yaa) = MARCH, 1933 
. & cas : 
: 4 
| 
. LIRCULATIONS 
s 
| Features In This Issue 
; Speaking of the Jewelry Trade .........00csceesecceccs 21 
New Store Made Possible by Selle’s Diamond Sales ........ 24 
Dea Ge TS BE a anne sex saw caveereeesion tas 26 
How Hudson Sells More Stationery .................+--- 28 
- eB 8 eer Terre TTT 30 
E i I I iseiinexewxuniasnwensieiee een 32 
' Graceful Limes of 1933 Jowelty ........cccssccsvsceces 35 
New French Novelty and Costume Jewelry .............. 39 7 
Fourth International Jewelry Congress ...............--- 43 
Silverware Window Display That Won First Prize ........ 47 
ee ee Pe 51 
The Platinum Tndustry im 1962 . .. 2. 22 ccccccccsecsescs 52 
Proposed Industrial Council in the Jewelry Industry ...... 53 
London Diamond Industry Active................-+22006: 55 
De ID: + oo ian onnesaseiesinisseoeseneeereene 56-70 
Profits Offered by China and Glass ...............+-005- 71 
‘ Horological Questionnaire ..............cecceeeceecees 73 
_ DP  PPTOTTETEE Te ee 77 
The Jewelers’ Circular, Putte Tat the Bort Ofize at New York, ander the Act of March 5; 1878. Subsctiption, $2 per year in U. 8 A. 




















| Sinee 1859 


GED 


MAKERS Z=—{ MAKERS OF) —— 


7 {EINE JEWELRY J ELRY ria 


Claman inssoeOX 
| CE&A. 











(2) ATCH attachments bearing our Trade 
Mark are made exclusively of finest quality 
rolled gold plate, sterling silver or solid 
gold. They express exceptional beauty of 
design, practical features of construc- 
| tion, and give unfailing service. Bet- 
ter jewelers, prompted by sound 
business principles, place full 
dependence upon the unwav- 
ering high quality of our at- 
tachments which are built, 
and will continue to be 
built, according to 
the ideals laid down 
by the founders 
of the busi- 
ness. 





































Gardner H. Niles 
1829-1897 


a BUGBEE & NILES CO. y 
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SPEAKING OF THE JEWELRY TRADE «4 « a 


Frank Bangs, Salina, Kans., 
whose company also runs stores in 
Dodge City and Manhattan in the 
same State, has called attention to a 
point that manufacturers supplying 
material for the graduation season 
have not fully appreciated; namely, 
that the graduation period in a ma- 
jority of the schools, at least in his 
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section and surrounding States, oc- 
curs in the latter part of May and 
not June as used to be the custom in 
the past. 

“In many instances,” said Mr. 
Bangs, “the actual graduation comes 
as early as the 18th of May and for 
this reason a large amount of gradu- 
ation material which we get is of no 
use to us because it comes too late. 
Much of the advertising material 
generally furnished by the manufac- 
turers comes during the period when 
the graduations are actually taking 
place, a time when it is too late for 
the retail jeweler to use much to the 
best advantage. It would be far more 
effective if this material was made 
available the very first part of May 
or even earlier.” 
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Any hope that the 


present Congress might repeal or 
might modify the present 10 per cent 
tax on jewelry has been been aband- 
oned, says the Special Committee on 
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‘Taxation of the Jewelry Industry in 
a recent announcement to the trade. 
‘The committee is prepared and ready 
to present a statement to Congress at 
i moment’s notice asking for the repeal 
of the tax but is waiting an oppor- 
tune time when such presentation will 
be effective. At present there is no 
need of raising any extra funds in the 
trade for the tax fight as the com- 
mittee has sufficient money on hand 
to do its immediate work. 

In speaking of the general situa- 
tion on the tax fight, G. H. Niemeyer, 
chairman, stated: 


“Irrespective of any difference of opin- 
ion regarding interpretation of the law, 
there must be no division of our efforts 
to fight for the elimination of this tax. 
We ask for the cooperation of all trade 
bodies within the industry, and specially 
request the members of this committee to 
respond promptly to any call that may 
come to them from us. <A few active and 
aggressive jewelers in each state appeal- 
ing to their own representatives in Con- 
gress will do much more good than a host 
of lawyers hired for the occasion. 

“It is likely that a special session of 
Congress will be called in April and we 
hope to get some consideration at that 
time. At any rate, we shall keep the trade 
informed as to our progress.” 


q¢ 4 


dd 

"hee most important 
and costly item of a reputable manu- 
facturer’s sales policy is his refusal 
to sell at retail,” said W. Waters 
Schwab, of J. R. Wood & Sons in a 
recent address before the New Jersey 
retail jewelers. “From our own 
standpoint, we have conservatively 
estimated that we could do at least 
a half million dollars yearly in normal 
times in selling retail over our counter 
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but at your expense. All of you jewel- 
ers suffer from illegitimate auction 
sales, ‘half price’ and other sales, 
but did you ever stop to study the 
merchandise to be found in the stores 
selling this stuff? You will seldom 
find merchandise of a reputable man- 
ufacturer offered at half price. There 
may be one or two pieces in the win- 
dow but try and buy them. Reputable 
houses, like ourselves, support your 
organization which we feel necessary, 
but how many jewelers when they buy 
try to give a good share of this busi- 
ness to those manufacturers who sup- 
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port them by aiding their organiza- 
tions with exhibits, by proper sales 
policies and in other ways? I can tell 
you from sad experience that even 
some of the active members of the 
national and the state bodies make 
the bulk of their purchases from un- 
ethical manufacturers—from the very 
men who sell at retail over their 
counters or distribute through chan- 
nels which hurt our retailers. 

“How long do you suppose the 
unethical manufacturer would exist 
if retailers refused to buy from them? 
In my opinion if the retailer would 
examine closely the ethics of the firms 
from which he buys and confine his 
purchases to ethical manufacturers 
only, he would find that many of the 
so-called unethical manufacturers 
would be forced to go out of business 
and, as a natural consequence the un- 






































































ethical retailers whom they supply in 
turn, would also to a large extent 
disappear. 


4+ ¢ ¢ 
— that the jewelry 


trade “had suffered more from the 
depression than any other industry,” 
Joseph L. Herzog of Joseph L. 
Herzog & Co., in a published news- 
paper interview last month, went on 
to explain that in face of this situa- 
tion the 10 per cent tax which our 
manufacturers now pay the govern- 





ment threatens to almost extinguish 
what little life remains. 

“Revenue returns of the tax are 
a bare fraction of what was looked 
for and in comparison with the dam- 
age done approach the ludicrous,” 
Mr. Herzog said. “Now that the 
experiment has been tried and has 
failed completely, will not the folly 
of taxing an all-but-exhausted indus- 
try be realized and shall there not be 
a rescue from a discriminatory, crush- 
ing and, moreover, a futile tax?” 

Retail jewelers, he pointed out, 
“are progressively consuming the 
capital laboriously accumulated over 
years of effort.” The wholesaler’s 
situation, he added, may not be “quite 
as desperate,” but in many respects 
parallels that of the retailer. The 
manufacturing jeweler has taxed his 
resources and ingenuity to the break- 
ing point to hold together an organ- 
ization carefully built up over a long 
period of years. 
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dd 
Wile some associations 


and groups in our trade are either 
suspending their activities or cutting 
them to the bone, the American Na- 
tional Retail Jewelers Association is 
planning right now to greatly en- 
large its plan and scope,” says Presi- 
dent William D. McNeil, in a Bulle- 
tin recently sent out from _head- 
quarters. And he adds: 


“There never was a time when honest- 
to-goodness discussion was worth as much 
as it is today and it is our desire to see 
a convention (if only a round-table con- 
ference) held in every state in the Union, 
whether there is a State Association 
functioning or not. The past year we 


have received splendid cooperation from 
individual jewelers in wholly unorgan- 
ized States who have sent on special con- 
tributions and made unusual efforts to 
show their appreciation for what the 
A. N.R. J. A. is doing for every jeweler 
in the country. These men should assem- 
ble and reap the benefits of their com- 
bined experience. If your State is ad- 
jacent to a State in which there is no 
State association, why not invite the 
jewelers of that State to meet with you 
at your Convention this year? We know 
it will be mutually beneficial and you will 
be helping yourselves, your neighbors and 
the A. N. R. J. A.” 


i 


he the death of 
Dr. Mack A. Hurlbut, of Fort 
Dodge, Ia., Feb. 4, both the optical 
and jewelry industries of the coun- 
try lost a conspicuous figure and a 
man with the power of leadership that 
has been felt on many occasions. For 
many years before becoming an 
optometrist, Dr. Hurlbut conducted a 
jewelry business, was prominent in as- 
sociation work ‘and in 1907-8 was 
president cf the American National 
Retail Jewelers Association. That he 
never lost his love and respect for the 
jewelry business was manifest in a 
letter to the editor of the JEWELERS’ 
CircuLAR on Jan. 24 in which, 
while deploring the conditions into 
which the jewelry business had fallen, 
he expressed the opinion that an in- 
dustry that for hundreds of years had 
played such a part in the lives of men 
and women was bound to revive. In 
his characteristic way, he said: 

“Tt was sick, not dead, simply suf- 
fering from the prevailing epidemic 
of the age, ‘jazzitus’ in buying; 
‘hystericis’ in advertising ; complicated 
by ‘installmentis’ and ‘showitis’—all 
normal cycles in the history of 
progress and civilization.” And he 
wound up by saying: 

“It is my prediction that there will 
be a reaction to all this very shortly 
and that the future is bright for the 
jeweler. Now is the accepted time 
for the old timers to sit tight and a 
golden opportunity for the young man, 
who has in him the fundamentals of 
the true jeweler, to start in business. 
There is no finer commercial pursuit 
than that of the jeweler, for it is based 
on honor and truth and carries with 
it both dignity and respect of the com- 
munity. For the business is really a 
profession and to a worthwhile young 
man who has patience, presents a won- 
derful opportunity to become a factor 
in his community in the development 
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of culture, refinement and love of the 
beautiful.” 
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— light on 
the subject as to whether life guaran. 
tees are an aid or a detriment to 
sales was brought out in the state. 
ment recently made by George §, 
Parker, president of the Parker Pen 
Co., who said: 


“Pen dealers have come to realize that 
the customer to whom they sell a ‘guaran. 
teed-for-life’ pen is taken out of the pen 
market, and instead of again becoming a 
purchaser of a pen later, he brings his 
old pen back.to the dealer for free sery- 
ice. The retailer finds himself in the 
business of servicing pens free instead of 
selling pens for profit. Dealers’ time and 
salespeoples’ time is taken up. Many pen 
dealers feel that the money spent in sery. 
icing pens should be put into new im- 
provements, higher quality and _ fresh 
sales-making ideas. And our company 
has decided that they are right.” 

According to Mr. Parker, impar. 


tial surveys prove that a pen can be 
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the leading seller without a guarantee 
for life. For in 1927, when Parker 
guaranteed only the point of the Duo- 
fold, independent investigators asked 
consumers in 27 cities which fountain 
pen they would buy next and 39 per 
cent more said they would buy this 
pen than said they would buy the pen 
selling second on which a guarantee 
for life had been offered for several 
years. 
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A British department 
store, inspired by suggestions offered 
by Herbert N. Casson, has issued these 
instructions to its sales force: ‘Don't 
sell clothes; sell personal appearance 
and attractiveness. Don’t sell shoes; 
sell foot comfort and the pleasure of 
walking in the open air. Don’t sell 
sweets; sell happiness and the pleas- 
ures of taste. Don’t sell furniture; 
sell a home that has both comfort and 
refinement. Don’t sell books; sell 
the joys and profits of knowledge. 
Don’t sell toys; sell gifts that make 
the kiddies glad. Don’t sell things; 
sell ideas, feelings, self-respect, home 
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life and happiness. Don’t sell for the 
sake of increased sales; but to be of 
real service and help to our cus- 
tomers.” The above is quoted by B. 
C. Forbes in his well-known maga- 
zine and he adds: 

“Aren’t these pointers worth pass- 
ing on to your salesmen?” 

And the real jeweler will answer 
emphatically, “YES.” 


q+ ¢ ¢ 


Writing on the 


increasing competition retail jewelers 
suffer from the selling of jewelry as 
a side line by department stores, gift 
shops, hardware and even drug stores, 
William O. Theis, manager of the 
Shaker branch of the Webb C. Ball 
Co., Cleveland, said, “These people 
lower the prestige of all jewelry as an 
adornment by the way they handle 
it. They cheapen it by the use of 
imitations, by their volume advertis- 
ing of inferior lines and by compara- 
tive cut price advertising of watches 
and diamonds, as well as by their sales 
practices. In many instances they 
actually take a loss to push forward 
a standard article as a department 
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leader to draw trade to this depart- 
ment. . 

“We ran into more than one in- 
cident of this nature during the holi- 
days just past. Women who had 
looked at our fine watches came in 
angrily to inquire why they had seen 
the identical watches advertised in 
the papers at one-third or one-half of 
our price. Since the illustrations 
used showed them to be good copies 
of what we had offered, it was hard 
to convince the buyer that the watches 
only looked alike and that the 
diamonds in the advertised article 
would prove of poor quality and not 
to be full cut. Also that the move- 
ments .were of an entirely different 
kind. Mr. French’s suggestion in 
your January number as to meeting 
the wholesaling retailing situation 
seems a very good one but why could 
not the idea apply also to our treat- 
ment of manufacturers who supply 
these outside sources with the articles 
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that ruin our trade? Is not the sug- 
gestion worth thinking about?” 
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| tien satisfaction 
was manifest in the diamond trade 
last month on the action of the 
Diamond Corporation of London 
when South Africa went off the gold 
standard; for the corporation took 
prompt and effective measures to pro- 
tect the industry of the world against 
alluvial diamonds coming into the 
market at low rates as a result of the 
depression in South African currency. 
The corporation’s buyers were in- 
structed to purchase at the diggings 
at rates equivalent to those ruling 
while the gold standard was in effect 
there. 

To safeguard the market further 
against any possibility of danger which 
might have resulted from the currency 
position, the corporation decided to 
adopt in South Africa the practice 
adopted in London when England 
went off the gold standard and to sell 
at prices equivalent in the currency 
of the country in which the sale is ef- 
fected to the valuation of diamonds 
on a gold basis. 

This procedure has, it is understood, 
also been adopted by the Union Gov- 
ernment in conformity with its policy 
of close cooperation with the Diamond 
Corporation. 
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[, connection with 
the instalment business, the Febru- 
ary Bulletin of the National Asso- 
ciation of Credit Jewelers presents 
some interesting information as to 
watch sales which in most cases lead 
the sales of credit jewelers during the 
Christmas season. According to the 
Bulletin, the average prices of the 
watches sold in these stores was as 
follows: 


Ladies’ wrist watches ..... bee $27.80 
Men’s wrist watches .......... 26.20 
Poeket watche® ... 6. csekccccues 31.40 


The average price for all watches 
was $28.46. Watches were sold as 
follows: 
eee Ladies’ wrist watches 


Sara Men’s wrist watches 
....«..Pocket watches 


whd = 


“There were very few special sales 
during December that were effective,” 
says the Bulletin, “and many jewelers 
did not run sales. In most cases 
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watches led in sales with diamonds 
running second and jewelry and mis- 
cellaneous items about even in third 
place. One interesting fact was that 
volume decreased in proportion with 
advertising. In other words, if adver- 
tising was 25 per cent under Decem- 
ber, 1931, volume was also about 25 
per cent under that of December, 


1931.” 
+ ¢ 4 


lh the course of 
his annual address to the American 
Jewelers Protective Association, Presi- 
dent Meyer D. Rothschild again 
pointed out how retailers can help 
the organization in its work to reduce 


Dr 
the volume of tourist smuggling. 
Speaking of the cases the Association 


has brought before the government, 
Mr. Rothschild said: 


“I am pleased to report that 20 per 
cent of the information covering the 
cases of tourist smuggling last year came 
from retailers and that some substantial 
recoveries resulted from such informa- 
tion. 

“When the government inflicts severe 
money penalties on private smugglers, 
the news of such action generally leaks 
out and other confirmed or potential 
smugglers probably decide that the game 
is not worth the risk of being caught. 

“T therefore again call the attention of 
our industry, wholesale and retail, to the 
fact that our association can do more ef- 
fective preventive work if more dealers 
will cooperate in giving information of 
smuggling, present or past. 

“There is no time limit on evaded 
duties, which can be and have been col- 
lected many years after the goods have 
been smuggled. On the other hand, the 
statute bars the infliction of penalties 
after five years.” 
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In speaking of commercial smug- 
gling, he referred to an important 
case which occurred in the latter part 
of 1931 when the government seized 
a lot of valuable gems appraised at 
nearly $100,000, domestic value, 
smuggled into this country by an East 
Indian merchant. The smuggler paid 
a fine of $75,000 and the seized goods 
are being held by the government un- 
til a time when their sale can be made 
with certainty that there will be a 
fair market price for their disposal. 
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New store of the Selle Jewelry Co., showing artistic Olive Street window displays of diamond jewelry 


by OLIVER SELLE 


President, Selle Jewelry Co., St. Louis, Mo. 


W. like to sell 


diamonds and most of our selling effort is expended in 
developing plans that will make it possible for us to in- 
crease this part of our business. During the past year we 
have moved into new and larger quarters affording us 
the opportunity of expanding our business and doing an 
even more effective merchandising job on diamonds. 

We attribute our growth to the diamond business and 
are of the opinion that you can assume leadership in any 
branch of the jewelry business provided you have practical 
and workable plans. 

It is our opinion that the head of the business must as- 
sume the responsibility of being an example for the rest 
of his employes. He also should be one of the best salesmen 
in the firm. To ask employes to do that which you are not 
able to accomplish in selling is placing too much of a bur- 
den upon the shoulders of your sales staff. 


It is not much of a sales effort to expect the head of the 
business to outsell his best salesman. In our business I sell 
more merchandise than the combined sales of our two 
best salesmen. ‘Too many heads of firms think more of 
themselves than they do of their customers. If you want 
to know what people think of your merchandise and your 
business get behind the counter and sell. 

Our best diamond advertising is our windows. We have 
three diamond windows, one is located in the lobby of the 
Arcade building, which enjoys heavy-passing traffic. The 
other faces Olive Street, one of the busiest retail shopping 
streets in St. Louis. In these two windows we display our 
entire diamond ring stock (completed rings, not mount- 
ings) which leaves the store without stock, everything be- 
ing on display in the windows where it can be seen by the 
customer. We believe that only merchandise displayed in 
our windows has a chance to sell. 
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We display approximately $100,000 worth of diamonds 
in our two windows. On this stock we carry 100 per cent 
insurance and not 80 per cent as so many firms do. Many 
firms fear their windows will be broken and robbed if 
they display « large stock of diamonds. We take the posi- 
tion that we must exhibit our diamonds to the customer and 
not allow our sales plans to be influenced by burglars. 

There still persists in the minds of many people the idea 
that diamonds are excessively high priced. With a large 
selection displayed in the windows we have observed much 
of this resistance broken down. The wide price range of 
rings does much to help this situation. Customers are not 
driven away from the store because they fear that we will 
not have a diamond at the price they want to pay. 

We know that large stocks of diamonds attract and hold 
business and we can afford to carry the stocks we do, as 
we find our investment in this merchandise is rather secure. 
We do not project our entire selling effort in getting a good 
turn-over. “l'urn-over can be carried to a point where from 
a small stock you can build up a fair volume but not at a 
commensurate profit. With small stocks you lose sales. 

We place a price tag on every article displayed in our 
windows. ‘This gives the customer an opportunity to make 
a choice within the price he desires to spend for an article. 
We have discovered that in many instances the customer 
finds in the window definite articles priced below what 
he expected to pay. 

These large diamond displays identify your store as a 
diamond house. The stranger who is not acquainted with 
your store is impressed with the unusually large selection 
and very frequently we make sales to out-of-town 
customers. 

Many stores believe if they display large stocks of dia- 
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OLIVER SELLE 





monds and price them, they will reveal their store secrets 
to their competitors. To judge values through a window 
is dificult. It is better to attract the customer and forget 
the competitor—the competitor never buys. 

Frequently a “curbstone” broker or small, wholesaling- 
retailer brings his prospect to our windows to prove that his 
values are superior to ours. For this particular reason 
we have placed the following sign in our window, which 
reads: 

We Are Diamond Specialists 

We create all of our diamond jewelry. No- 
where will you find a better and more complete 
assortment. 

Nowhere will you find equal quality diamonds 
at these low prices. 

There are no middleman’s profits on our 
diamonds. 

Selle 58 facet Diamonds are America’s most 
brilliant Diamonds. 

When the customer comes into the store we use quiet 

(Turn to Page 40) 
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fully used in his store. oo ee , 
Every jeweler should read with interest this story 
of successful diamond selling and adopt such sug-— 
gestions as are practical for his own business. 
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Competition 
ROBABLY no phrase has been 
more misapplied than the adage, 

“competition is the life of trade”— 
for it is true only where competition 
has been confined to the elements of 
quality or service. Where it has been 
applied to price only, it has resulted in 
demoralization of trade and is often 
followed by failure of those who at- 
tempt it. 

To the Boot and Shoe Recorder we 
are indebted for the following para- 
graph which sums up the situation in 
competition in a few lines: 


“Real competition is de- 
fined by one shoe man as 
‘competing with superiority, 
not with inferiority,’ and he 
explains that if a man com- 
petes with superiority, he 
elevates himself and his bus- 
iness—whereas if he com- 
petes with inferiority, he 
lowers himself and drags his 
business down after him.” 


Every real jeweler should read the 
above until he knows it by heart and 
see that it is applied every day in his 
business. 


44 
Prepare for an Upturn 
T seems to be the impression 


throughout the country that the 
expected upturn in business will 
come this month with the new 
administration or at least with the 
first actions of the new Congress. 
The mere fact that such an im- 
pression is in the minds of people 
generally will in itself tend to over- 
come the psychological resistance to 
business expansion which has been al- 
most as much a factor in retarding 
sales as have the economic conditions 
that have developed in the last three 
years. This feeling of hopefulness will 
no doubt release a certain amount of 
hoarded money on the part of the con- 
sumer as well as encourage distribu- 
tors and manufacturers to begin to fill 
up their depleted stocks thereby start- 
ing the wheels of industry turning, 


and to some extent decreasing unem- 
ployment immediately. 

That we are on the way to the solu- 
tion of some of our most acute eco- 
nomic problems is apparent to all and 
even though the progess be slow, there 
is little doubt that from now on the 
tendency in business in all lines will be 
upward. With the improvement that 
is bound to come, the jeweler will 
surely get his share even though he 
may have to wait some time before busi- 
ness begins to get to the normal figures 
of previous years. Therefore, our re- 





JEWELRY TAX YIELDS 
SMALL RETURNS 


The total tax collected on jewelry 
made and sold between July 1 and 
December 31 was $1,861,465.24. The 
true figures were not available until 
a few days ago when the Treasury 
released the returns on the sales tax 
for January. This for the first time 
gave us the actual figures on taxes 
paid for December sales, because the 
jeweler makes a return on the sales 
of each month by the last day of the 
following month. 

Doubling the jewelry tax collected 
for the first six months as an esti- 
mate for the fiscal year, the amount, 
$3,722,930.48 is less than one-third 
of the return estimated by the 
Treasury Department at the time the 
tax law was forced through Con- 
gress. 





tailers must begin to prepare for this 
upturn by putting their stocks in the 
best possible condition, improving 
their selling methods, studying their 
local conditions to obtain an under- 
standing of just what their customers 
are more likely to buy and making 
their plans- for their sales promotion 
on the most effective lines. This year 
will probably see the real merchant 
in a position to out-distance his com- 
petitors to a greater extent than ever 
before, while the pessimist and the 
man crystallized along the lines of the 
old methods is apt to fall further and 
further behind. 
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Smugglers Can’t 
Give Title 


HE smuggler has often been de- 

scribed as one of the meanest types 
of criminals, for he not only steals 
from the government its just revenue, 
but his actions tend to undermine and 
upset the entire industry into which go 
the merchandise that is subject to his 
nefarious practice. The jewelry trade 
has long been seriously affected by 
the practices of the smuggler and the 
fight against these by its organizations, 
such as the American Jewelers Pro- 
tective Association and that of the 
watch importers, is gratifying and 
should receive the support of every 
individual merchant and manufacturer 
as well as importer. 

Support in the fight against the 
smuggler can be given by every one 
if he will insist on getting a commer- 
cial pedigree of the merchandise he 
purchases, whenever it is offered at a 
ridiculously low price or by salesmen 
or dealers unknown to him. Outside 
of the ethical. question which should 
require dealers to use such caution, 
there is a legal point that should not 
be overlooked by people who are will- 
ing to purchase goods “at a price” 
without learning how or by whom 
they were brought into this country. 

It should be borne in mind that 
the smuggler, like any other thief, 
cannot give title to his merchandise 
and that under the statutes, articles 
which the government can prove to 
have been smuggled may be seized, 
wherever found, even though they 
may be in the hands of an appar- 
ently innocent party. If the gov- 
ernment has evidence that the goods 
have been smuggled, it need only 
bring an action in rem (against 
the goods) and forfeiture will follow 
on proof that they have been clan- 
destinely imported no matter how 
many hands they have gone through 
in the meantime. 

The wise buyer of diamonds and 
watches should bear this in mind 
when he makes his purchases. 
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One Board of Trade 


ARLY last month saw an amalga- 
mation of the services of the Na- 
tional Jewelers Board of Trade with 
headquarters in New York and the 
Manufacturing Jewelers Board of 
Trade of Providence, the former body 
having turned over the machinery of 
its offices to the latter, which opened 
its membership to those formerly affili- 
ated with the National Board. The 
work will now be conducted under 
the name of the “Jewelers Board of 
Trade,” the executive offices and col- 
lection department of which will re- 
main in Providence, and the reporting 
and rating department remain at the 
old quarters of the National Board in 
New York. The Chicago offices of 
the two bodies are consolidated. 

Now after 50 years the jewelry in- 
dustry has one Board of Trade, an 
objective which has been aimed at for 
many, many years. ‘The National 
Board, it will be remembered, was in 
itself a consolidation of four organiza- 
tions, i.e., the Jewelers Mercantile 
Agency, the Jewelers Board of Trade, 
the New York Jewelers Association 
and the reporting department of the 
Chicago Jewelers Association. The 
Jewelers Mercantile Agency was first 
bought out by the Jewelers Board of 
Trade and then this body consolidated 
with the Jewelers Association under 
the name of the Jewelers Association 
and Board of Trade. Later the re- 
porting department of the Chicago 
Jewelers Association was taken over, 
the Chicago body continuing purely 
on social and local welfare lines. Of- 
fices were later opened in Cincinnati 
and San Francisco giving the organi- 
zation a national scope. 

For many years attempts were made 
to consolidate the National Board and 
the Manufacturing Board of Provi- 
dence but without success. However, 
the last three years of depression took 
a toll in membership that made it hard 
to continue the work of two organiza- 
tions that overlapped decidedly in their 
functions and the consolidation of the 
services of these two great organiza- 
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The Jewelers Hand to the Business Game 








tions seemed to be the only logical step 
that could be taken. 

The Jewelers Board of Trade, as 
now constituted, is clearly representa- 
tive of the entire industry and its ma- 
chinery of service (which has been 
developed through the five organiza- 
tions of which it is the outgrowth), is 
such as could not be duplicated by 
any single body, within or without 
the industry. It, today, gives a service 
which no importer, manufacturer, 
wholesaler or distributor of any kind to 
the jewelry trade can afford to be with- 
out and it is sincerely to be hoped that 
it will get that support and coopera- 
tion of the industry which it so justly 
deserves. 


q+ ¢ 


A Silly Ruling Modified 


OMETIME ago THE JEWELERS’ 


CrrcuLar published a decision of 
the Treasury Department in the form 
of a letter to the Collector at Provi- 
dence in which Section 622 of the pres- 
ent tax law was interpreted in a way 
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to cause annoyance to our industry. 
According to the Department’s rul- 
ing, where a jeweler supplied a mount- 
ing for a customer and set the custom- 
er’s gem therein, the customer became 
the “producer” of the article under the 
law and in his use of the same became 
liable to the tax. But the annoying 
feature to our dealers lay in the fact 
that the Department called upon 
jewelers before delivering the article, 
to report the name of the customer, 
with the value of the mounting and 
the stone used. An immediate protest 
was filed on behalf of the industry by 
the officers of our Special Committee 
on the Jewelry Tax who, after a hear- 
ing, convinced the officials of the De- 
partment that the interpretation was 
unfair, unreasonable and, in fact, ridic- 
ulous and the committee were recently 
assured that formal ruling modifying 
this decision would be issued shortly. 
In the meantime, the collectors of 
Internal Revenue in various sections 
of the country, having been notified of 
(Turn to page 87) 
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Reageve selling 
is the key to a successful stationery department. When 
a customer goes to the watch department he wants a 
watch, and the reason he stops at the diamond depart- 
ment is the fact that he is interested in a diamond, but 
anyone buying stationery of one kind is a logical prospect 
for other types of stationery and for the many things 
which naturally fit into a department of this kind. 

“T always try to interest a purchaser of women’s social 
paper in note sheets for her short notes and in letter paper 
for the home. ‘The season for special greeting cards 
should be mentioned to a woman buying stationery, sug- 
gesting that she be sure and come in for Easter, Mother’s 
Day, Christmas, New Year or other greetings. Such 
suggestions keep customers thinking of you. 

“Die sales should not be overlooked. When a woman 
shows any sign of interest in stationery, I ask if she 
has one of the new, engraved dies. When her die is 
several years old she invariably makes the statement that 
it is “old,” and I offer to make sketches of her initials 
at no cost to her. There is a striking difference between 
old and new dies. 

“T wait until she comes into the store before showing 
her the sketches. It would be a mistake to send them to 
her, because she would probably forget about them or 
lose them. Having designs right before her provides an 


As Told To 
ALBERT WHIPPLE MORSE 
by 
DOROTHY LOY 


Manager of the Stationery and Engraving Department of 
|. B. Hudson, Inc., Minneapolis, Minn 


ideal talking advantage. I suggest that the paper would 
work out beautifully in this shade or that shade, and | 
suggest an appropriate combination. 

“Outside of gift papetries, I sample everything in 
women’s stationery individually on loose mounts, show- 
ing a sheet monogramed in some appropriate color with 
an envelope. Merchandise shown in this way is all 
worked up, and the customer frequently admires the die 
as well as the paper. For me to say, ‘I can match this 
sheet in gray,’ doesn’t mean a thing, but the actual sample 
convinces. 

“Samples remain in better condition in a book than on 
loose mounts, but they don’t sell as well, and when the 
samples become soiled I replace them. Books of samples 
weary the customer, the more she sees the less she knows 
what she wants, and her mind wanders. If she is looking § 
for a certain color, I select several of the mounts, finally 
concentrating on two or three, and put others away. 

“Ttems sampled -on loose mounts include all staple 
stationery, wedding invitations and announcements, visit- 
ing cards, informals and greeting cards that sell the year 
around. Mounts can not be stacked because they would 
be unsteady, so I have specially-made boxes for them, with 
ribbed rubber mats on the bottom, inside, to prevent the 
mounts from slipping forward. 

“No prices are written on the front of mounts, pet- 
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mitting the customer to select more what she wants than 
what she wants to pay. Then if the price is too much, 
I show her something else, but she invariably goes back 
to her first choice because she likes it. I seli it to her in 
smaller quantities if necessary, but that is an unusual 
thing. 

“Notations on the back of each mount include the stock 
number, the price, the quantity on hand, the price of the 
die which is shown on the stationery, and the price of 
the stamping as shown. ‘Then if anyone else in the house 
waits on a customer in my department, this information 
can all be determined quickly. As each sale is made, I 
change the notation of quantity on hand. 

“Simplicity and softness are the keynotes of present 
modes in monograming rather than bizarre designs and 
strong colors. Small size, dainty dies have replaced the 
larger ones of a few years ago, and the sheet is smaller 
in size, so the use of a large die would create an un- 
balanced effect. It would be combining the old fashion 
with the new. 

“Most women don’t know about the new things in 
stationery, the latest-colored papers and the new styles of 
engraving, until they are shown. The young girls sta- 
tionery still retains the full naming, but more legibly, 
more clear, and better defined. Talking with a sales 
prospect will quickly show what she needs in. the sta- 
tionery line. 

“Many women do not understand that every invitation 
calls for an acknowledgment, and some even think that 
the lack of a reply indicates acceptance and is sufficient. 
Asking a friend to pass on the word is another erroneous 
practice. The new informals are ideally suited for the 
acceptance of an invitation, and most women are inter- 
ested when they are explained. 
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“Hudson's Stationery Review” a window display that attracted much 
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favorable comment and built sales 


“In displaying the wedding stationery, I always have 
sample artistic novelties such as trays, which are made 
from engraved copper plates, beside the invitations, an- 
nouncements and visiting cards. “Trays and books ends 
range from $4 to $12 made from copper plates, and they 
build up sales in the department and bring in many sub- 
sequent orders. 

“By keeping samples on display, interest is aroused, and 
this is another example of suggestive selling. Entirely 
new customers are secured occasionally. One woman 
saw the samples, and said that she was married in some 
other city a year before. We sent for the copper plates 
and had them made into hand-wrought, artistic novelties. 


Build more sales by 
the combination of variously colored inks with papers, 
such as brown inks with ivory papers, blue inks with 
white or light blue papers, green inks with green-trimmed 
papers, and purple inks with lavender papers. Enough 
variety is provided to meet the requirements of individual 
customers. 

“A display idea would be to make a group consisting of 
an opened box of paper, a bottle of ink and a fountain 
pen. A color combination in paper and ink would be used, 
with a few lines written in a friendly way, such as, ‘Dear 
Mary Alice: Jim and I are delighted at your suggestion to 
visit you next summer on our trip East.’ A spot light on 
the group display would add interest. 

“Men like to keep the same style and design year after 
year, and it is more difficult to change their ideas than 
to change those of women. Men usually dislike to appear 
different from other men, and are more conservative than 

(Turn to page 49) 











CAROLINE M. KOHN 


How to build public 


interest in watches and incidentally to increase sales and 
repair profits is a question which concerns every retail 
jeweler. Advertising and window displays are time-tried 
methods, but in these days of closely held pocket books, 
methods which offer added appeal are essential. In order 
to accomplish the desired result in a dignified and inter- 
esting manner, Miss Caroline Martin Kohn, daughter 
of Albert M. Kohn of Theodore A. Kohn & Son, 608 
Fifth Avenue, New York, planned and put into execu- 
tion an exhibit of antique and modern watches which has 
attracted unusual attention. The importance of the event 
from an educational rather than a commercial standpoint 
was stressed and so cleverly handled with the public re- 
sponse so marked that THE JEWELERS’ CIRCULAR asked 
Miss Kohn to present the idea for the benefit of other 
retail jewelers. 

A brief historical background of the development of 
time telling was used to good advantage in an artistic 
folder titled “From Time to Time,” which read as fol- 
lows: 

“Since the Beginning, Man has tried to measure the endless 
flight of Time. Sundials in Chaldea, Waterclocks from Egypt, 
sandglasses of Greece;—patiently he sought precision. At 
last as he emerged from the Middle Ages, he fathered a strange 
structure of hanging weights and turning wheels, a measure of 
Time, the first automatic mechanism ever made. 

“Later, at the very start of the 16th Century, Peter Henlein, 


locksmith of Nuremberg, unearthed a “living egg,” clumsy in 
shape, made of iron and fastened by pins and rivets; in fact 
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“FROM 
IME To TIME” 


An Educational Exhibit That Built 
Public Interest and Stimulated Sales 


of Fine Watches 


a portable clock whose wheels turned by the motive ,power of 
a coiled spring. Everywhere throughout Europe, in the hands 
of the guild-masters, these “Nuremberg Eggs” began to hatch 
into lovely ducklings. The watch case became a work of art, 
an ornament of distinction at the court of kings. Queen 
Elizabeth selected her watches as the American woman selects 
her hats, to match her costume. Compared to our own, these 
mechanisms at their best were clumsy, inaccurate and expensive. 
Nobles alone could afford to own them. 

“As the 20th Century approached handcraft gave way to 
machinery. The center of watch-making shifted from England 
to Switzerland. It took four centuries of science and industry 
to produce a Timekeeper conveniently small, yet sturdy and 
reliable. Through the ingenious machine and the skill of the 
expert, the watchmaker has realized his fondest dreams. He 
has brought within the reach of all, an inexpensive measurer 
of Time, minutely accurate, and superbly beautiful . . . the 
modern watch.” 


These folders together with a card calling attention to 
the exhibit, from January 9 to February 18 inclusive, 
were mailed out to a selected list, care being taken not 
to invite more people than could be comfortably received 
on any one day. 

On each Saturday afternoon of the six weeks of the 
exhibit, Herr Richard Ensinger, watchmaker to the con- 
cern for more than a quarter of a century, explained to 
children the intricacies of the timepiece. From behind 
a little table, set up especially for him, the watchmaker 
illustrated his talk with the use of tools on real parts of 
watches and each child was given a watch part and a copy 
of the folder. Invitations were sent to classes in New 
York primary schools. 
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A corner of the exhibit showing modern and antique watches 
and partly finished Siegfried Hyman Clock. The complete 
design is shown in the background. 


Let Miss Kohn tell how she suggests that the plan 
can be made most effective. She says: 


“The first step in planning a watch exhibit is to have 
at least one of your personnel, not only thoroughly 
acquainted with the mechanism of the timepiece, but also, 
accurately informed on its fascinating history. It so hap- 
pens that the watch is the first automatic mechanism ever 
made by man, and our libraries are full of excellent 
volumes telling of that invention and the circumstances 
which led to and followed from it. 

“The second step is to collect timepieces for display. In 
a large city, fine old watches can be borrowed from great 
private collections and reliable antique dealers. In lieu 
of originals, however, there is always an opportunity of 
obtaining fine photographic reproductions of famous pieces. 
May I suggest that many of your customers have in their 
family a treasured great-grandfather’s watch which they 
will willingly loan for exhibition. Try, if possible to find 
old watches which are notable not only for movement but 
case as well; since from the beginning, the timepiece has 
played a dual role—ornamental as well as useful. In 
contrast to these antiques, it is very effective to display 
your finest modern clocks and watches. Certain of our 
great American and European watch concerns have pieces 
which have won prizes for their beauty or accuracy; often, 
these can be borrowed from them, and always photographs 
may be obtained. Your final selection, both the modern 
and the antique, with small explanatory cards, can be 
shown to great advantage as a window display. It is 
advisable to limit the number shown. ‘Too many will 
Prove distracting and destroy the spectators’ interest. 
Shown in contrast and comparison the old and new 
mechanisms, beauties and shapes; watches speak for them- 
selves more fluently than we can for them. 

“I arranged that on each Saturday afternoon of the 
duration of “From Time to Time,” our watchmaker 
was present to explain and illustrate for children the in- 
tricacies of the timepiece. To be able ‘to see the wheels 
go round’ and find out the whys and wherefores proved 
not only of great interest to the children, but also to their 
parents. We were greatly facilitated in making our ex- 
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In this exhibit Miss Kohn cleverly con- 

trasted the modern watch with the prod- 

ucts of other days, introducing a historical 

background for an instructive discussion 

and demonstration of the delicate mech- 

anism of twentieth century handicraft in 
timekeeping. 


planations by the use of a chart, prepared for us by 
the Omega Watch Co., on which all the parts of 
ten ligne movement were carefully and_ separately 
mounted. This chart offered a bird’s eye view of the 
entire watch. It helped in explaining the functions of 
the parts and in revealing the delicacy of their fine ad- 
justment. It also helped to show the possibility of great 
harm resulting to a watch movement from an apparently 
slight amount of damage. 


F your store window 
can be changed to accommodate him, a watchmaker 
would attract much attention were he to illustrate his 
skill under the public eye. In any case, an arrangement 
made for him in your salesroom, and a notice of invita- 
tion placed in the window display, will bring ample re- 
sponse. Schools in your vicinity will welcome the’ op- 
portunity to have their pupils study your exhibition and 
learn from it. They will appreciate the courtesy of a 
special invitation. May I stress at this point the very 
great importance of being accurately informed concerning 
the objects you display. Just as your customer recognizes 
the quality of the piece you present for sale, the buying 
public is critically discerning of all statistical information 
offered to it. 

“The return on your effort will be many sided. First, 
an added interest on the part of the public in your firm. 
Secondly, a finer appreciation on the part of your custo- 
mer of the watch which you have sold him or will sell 
him. Thirdly, an understanding not only of watch mech- 
anism, but also of the reason for and importance of the 
occasional repair. And lastly, if you correlate your in- 
formation with your display, you can reveal to your cus- 
tomer how it happened that four centuries of science and 
industry were necessary to produce for him a timepiece, 
conveniently small, yet sturdy and reliable. You can show 
how the watchmakers have been able to realize their 
fondest dreams, and bring within the reach of all, an 
inexpensive measurer of time, minutely accurate and 
superbly beautiful . . . the modern watch.” 

The Kohn exhibit included antique watches from the 
collections of Major Paul Chamberlain and Leo Elwyn 
& Co., antique movements from the collection of Albert 
M. Kohn, modern watches and desk clock loaned by the 
Omega Watch Co., an unfinished hand-carved clock 
loaned by Siegfried Hyman, and many other exhibits. The 
setting of this exhibition consists of rare printed cottons 
from the collection of Agnes J. Holden, of this city. 
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TIMELY NOTICE IF ITS STONE SETTING 
SHOULD FALL OUT, IS A UNIQUE CREATION 
BENEATH THE STONE ANEEDLE IS SO 
ADJUSTED TO A COILED SPRING THAT 
IE THE STONE DROPS OUT THE SPRING 
IS RELEASED AND THE NEEDLEPOINT 
GNES A SLIGHT PRICK TO THE 
WEARERS FINGER..... 


“ANATHEMA” CUP BECAUSE OF THE 
INSCRIPTION WHICH IT BEARS = 
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Tee KING OF ENGLAND IS THE LANDLORD OF ONE OF THE 
LARGEST JEWELRY CONCERNS OF THE UNITED STATES, 
BEING THE OWNER (OR ONE OF THE OWNERS) OF THE 
LAND ON WHICH CONCERNS BEAUTIFUL BUILDING | 
NOW STANDS. . 
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f Re INCA PEOPLE OF SOUTH AMERICA WERE ADEPTS 
IN THE MANIPULATION GF GOLD, TURQUOISE, JADEITE AND 
OTHER PRECIOUS STONES , ACCORDING TO DR. BERNHARD 
WOLD WEINBERCER IN HIS PAPER BEFORE THE AMERICAN 
RTE CIN RERETCY Be uP SeReES OGLAID 
{ ‘ IN IN 

THAT INLAYS CF THESE SUBSTANCES HAD BEEN WADE BY 
THE INDIANS AS EARLY AS 600 A.D. ANB —_ IN 
DENTISTRY IN THE SAMG MANNER THAT 
PERFECTED BY MODERN DENTISTS ABOUT 1907 
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Graceful Lines o 





Despite the curtailment 
in buying by the public generally, jewelry styles of 1933 
and particularly those in the finer pieces show decided 
development and, what is more, a marked indviduality that 
will distinguish them from those of former years. ‘The 
decided changes in fashion in dress, changes in the sil- 
houette and in the material used in gowns and robes, have 
had a marked effect in determining the new jewelry that 
should go with them. But political, social and above all, 
economic conditions have also been a factor in molding the 
product that has come from both the manufacturer of 
the precious metal and the lapidary. 

While it is true that Paris has, as usual, been the start- 
ing point of many of the fashions that have worked through 
dress into jewelry and ornaments of various kinds, the influ- 
ences affecting the American people have had a strong 
modifying effect as far as determining the outline and 
character of the pieces used here. 

Strange as it may seem to those who remember the older 
days, Paris fashions, particularly as they have developed 
jewelry abroad, have been reflected more quickly and more 
prominently in the cheaper lines of our products, such as, 
costume jewelry and ornaments than they have on the fine 
platinum and precious stone jewelry of our master makers. 
A few years ago exactly reverse conditions existed. ‘The 
influences of Paris and Europe were then first shown in 
the so-called “‘high styles” reflected in our finer jewelry 
here, which, in turn, was imitated later in the cheaper 
lines. Today, however, the quick changes in fashion abroad 
and the fact that fashion experts, couturiers and the famous 
modistes have taken up jewelry with their new creations 
has resulted in costume jewelry in this country reflecting 
at once the varying modes and designs and colors that ap- 
pear in the cheaper ornaments on the other side. 


= conditions 


have had a marked effect upon fine jewelry designing in 
the present year. It has bred a conservatism on the part 
of our people of wealth which is reflected in the jewelry 
that they buy. The bizarre or pronounced effects of the 
fine Paris creations both in precious stones and in platinum 
mountings have not made the same appeal here among 
the people of wealth, culture and refinement. While fol- 
lowing the same trend in general styles and even in color 
adopted by the Paris artisans, our manufacturers are using 
more simplified forms and effects less pronounced. What 
is more, the element of utility which is naturally associated 
with the element of economy is to be found in the finest 
products of the day. 

While for some time past, our manufacturers have been 
making what might be called combination pieces, such as 
brooches that may be separated into two clips; necklaces 
that may be separated into a bracelet, brooch and clips, etc., 
this trend has been developed largely in the past few months 
and now has resulted in the fabrication of ornaments that 
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Dainty diamond set platinum hair ornament and novelty brooch 
in the latest mode 


can be separated and used in various forms and for many 
occasions. 

A line of one of our leading manufacturers, for instance, 
shows round brooches which may be separated into a clip 
of diamonds, a circlet of diamonds and a circlet of colored 
stones. In some of these the center colored stone of the 
clip may be removed and replaced with that of other colors 
and two or three colored circlets may be used to alternate 
in the use of the entire piece. Rings are made with detach- 
able mountings permitting the large center stone to be de- 
tached and other stones of different color substituted, the 
wearer using a ruby one day, an olivine on the next, an 
emerald another day and aquamarine on the fourth, etc. 








\tar Sapphire 


THE STONE OF THE HOUR 


Two new fashion trends are sweeping the ever popular Star 






Sapphire into still greater demand. Eleanor Blue, the sen. 





sational new color which has been chosen by the new First 








Lady of the Land for her Inaugural gown, is charmingly 





complemented by Star Sapphires in rings, bracelets or clips. 














Gentleman's Pati And for the new mannish spring styles for women, what 
num u Links, 

= cts. Star Sap- smarter accessory than Star Sapphire cuff links or pins? 
phire. 











Star Sapphires 
Emerald Cut and Marquise Diamonds, 





v 


Leds Ring. Plat Rubies, Emeralds, Pearls, Cat's-eyes 


num and Diamond. 
20.35 cts. Star Sap- 
phire. 


The Star Sapphire, found in India and Siam, is a dome-shaped precious stone 





in a wide range of beautiful colors, from misty grey to the rarer deep blue. 
: . cae Lindl , : Lady's Ring.  Plati- 

When held under a direct light, the distinctive mark appears . . . six white cae ak eee 
11.63 cts. Star Sap- 


lines radiating from the center, which move over the stone’s surface as the alibi 
stone or light is moved. The unusual beauty and moderate price of Star 
Sapphires make them the first choice of those who buy for smartness and 


value. 





We have a large stock of precious stones always on hand, and are prepared 


Ld . . G +] F R i . 
at all times to co-operate with you on your requirements. cles aah Gee 


mond. 12.00 cts. Star 
Sapphire. 


JEROME RICHHEIMER 
608 FIFTH AVENUE ” 
NEW YORK Ratna Di 


Sapphire 
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I, the development 
of the utilitarian feature of the lines and the elabor- 
ateness of the combinations that can be made from a 
single piece, there is an appeal to economy which has met 
a hearty response from even those who are in the market to 
purchase even the finest of the jeweler’s products. Also, 
the new pieces have been made with the idea of getting 
the maximum of beauty as well as perfection of ornamenta- 
tion at the lowest cost, and though on the average much 


lower in price than fine works of former years, this has 


been attained without sacrifice of workmanship or of 
quality in the gems used. As far as design is concerned, 
outlines this year may be said to be more simple and more 
perfect from an artistic standpoint than ever before. Color 
plays a prominent part but is subordinated in many pieces 
so that it will not affect or detract from the outline or the 
gracefulnees of the mounting. Beautiful novelties, charms 
and quaint pieces in the form of animals are shown in 
greater variety than ever before. On the whole, the artis- 
tic expression of the designer and the perfect work of the 
craftsman and lapidary has become a more important factor 


Flexible diamond studded platinum hair ornament and unique 
brooch of pleasing design 
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Artistic designs for clips, circle brooch, ring and bracelet set 
with diamonds and other gems 


in the new lines than has been manifest in those of the 
past. Intrinsic value of the gems still holds an important 
place but it is not dominant as it used to be. It is utility, 
beauty, grace and perfect workmanship that are the out- 
standing features and permit a sales argument that has a 
particular appeal under the conditions that now confront 
us. 

Nore: For the illustrations specially designed for this 
article we are indebted to the following: To Jacob 
Mehrlust, New York, for the novelty brooch and hair 
ornament, which appear on page 35 and at the left on 
this page as well as for the clip at the bottom of the 
illustration above on this page; to Byard F. Brogan, 
Philadelphia, for the bracelet and the center brooch and 
ring and to Christian A. Jakobb, instructor of the class in 
jewelry designing at Mechanics Institute, New York, 
for the brooch at the top of the illustration. 


































CHANGED purse conditions 
UNCHANGED desire for fine things 


Both create a made-to-order selling opportunity for 


MIKIMOTO PEARLS 
GENUINE PEARLS CULTIVATED 


How many of your customers know what startling 
developments have been taking place in the world 
of Genuine Pearls cultivated? 


What an extraordinary sales opportunity you are 





overlooking if you are not now giving Genuine 
Pearls cultivated by Mikimoto a feature spot in 
your current selling plans! What extra buying 
inducement their unprecedented values offer to 
those for whom Genuine Pearls cultivated were 
formerly beyond reach! 


All the soft, glowing sheen and life of the beauti- 
ful Oriental pearl is fully presented in Genuine 
Pearls cultivated by Mikimoto—because the iden- 
tical oyster grows them both! The most exacting 
care in matching and graduating brings to you 
strings of Mikimoto Genuine Pearls cultivated that 
are flawless in hue, texture and lustre, and sym- 
metrical in shape . . . the four qualities for which 





Oriental pearls are so highly prized. If you can- 
not personally visit either our New York or Los 


Low Prices Create 
New Opportunities for Profit 


Angeles office, we cordially invite your inquiry. 





By Warrant of Appointmenr 
to Their Majesties 
of Japan 
ee e oe 


New York Office: 551 Fifth Avenue 
Los Angeles Office: 649 South Olive St. 


HEAD OFFICE: GINZA, TOKYO — BRANCHES: KOBE, LONDON, PARIS, BOMBAY 
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New French Novelty and Costume Jewelry 


(Sketched by Paris Correspondent of THE JEWELERS’ CIRCULAR) 














I—Necklace combining silver, yellow and red gold. 2—Collar in red gold. 3—An important looking bracelet in green gold. 4—Set of bracelet 
and clip in bullet form and clip with prystal base. 5—Lace effect in scolloped collar of greyed crystal with beads and rhinestones. 6—Wide 
gold bracelet that spirals up as well as down. 7—Pendent necklace combining flexible chromé chain with colored beads. 
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Selle’s New Store 
(From Page 25) 


sales methods and from the very beginning of our sales 
talk assume he is going to buy. Should we discover that 
the customer is merely shopping or is not convinced of oyr 
values we try to sell him by proving our statements. We 
have a great barrage of selling arguments that will break 
down any argument the customer may advance. Regard. 
less of the claims he may make for another store we can 
give a better reason for our firm. 

For example if he mentions a department store we try 
the fear argument, suggesting that as jewelers we are more 
competent stone experts. Instead of referring to the com- 
petitor as a department store, we use the phrase “dry goods 
store,” it immediately associates in the customer’s mind 
merchandise foreign to diamonds and establishes a doubt as 
to the knowledge of stones possessed by a “dry goods store” 


when compared with a jewelry store. 
EHRLUST All of our salesmen and watchmakers dress neatly but 
m not freakish. ‘They wear jewelry in the taste of the well 
dressed man. On one hand they will wear a diamond ring, 
on the other some colored stone ring. We believe a dis- 
6 W. A8th ST, New YORK criminating dresser can, within good taste, wear two rings, 
Every employe has a scarf pin of attractive design, cuff links 
of the very newest fashion and a wrist watch with a fine 
a quality metal band, as well as a pocket watch. How can 
you sell the customer any of these items of merchandise if 
you don’t wear them yourself? Our salesmen like the 
DIAMOND JEWELRY jewelry business; if they didn’t we wouldn’t have them in 
our employ. 
Here is one selling rule that has created many sales for 
OF THE HIGHEST CLASS us. We assume that people who come into our store are 
millionaires and develop our selling talk upon that premise, 
=| In other words we are of the opinion that everyone who 
& at enters our store can afford to buy and it is surprising how 
often we have graded up the customer to a better article 
at a higher price. 
D) A MON DS It is a mistake to believe because a girl is a stenographer 
i that she cannot afford to buy a $300 or $500 ring. You 
: can never judge her connections or wealth. You may he 
AND able to analyze faces, but you can never accurately judge 
pocketbooks. As an example take a good looking ring, 
i either solitaire with small diamonds, or a fancy ring val- 

PRECIOUS STONES : ued at $350, and also a man’s ring valued at $350. Show 
the woman’s ring to the first 15 young women who come 
into your store and then show the man’s ring to the next 
15 men that come into your store. 

Build romance, style, good wishes, good investment, 
excellent workmanship into these rings and explain to 
your customer each detail in a sincere manner and I will 
almost be willing to make a wager that you will sell two 
rings. You cannot miss. 

The public has the money. Remember in a city of a mil- 
lion people a jeweler does his business with 10,000 people 
or less. So there are always 10,000 people that will have 
money even if the country goes broke. If your city has 
a population of 5000 it is much easier as you have a bet- 
ter opportunity of contacting your customers. You can 
more easily become acquainted with them. (That is if 
you are interested in your business and try to meet people.) 

We sell only quality diamonds. All of our diamonds 
are full 58 facet cut stones. For instance most stores sell 
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a Channel wedding ring with about 40 single cut 18 facet 
diamonds set in platinum for $50. We sell our wedding 
ring with 58 facet diamonds for $100. Many stores are 
fighting for the poor quality diamond sales. This gives us 
a wide field in which to operate. We keep our stock and 
price tickets clean and new looking. If tickets are soiled 
and merchandise tarnished or dull looking, no living sales- 
men can sell it. 

We have discovered how to sell wedding rings. We 
display each ring in a ring box (the same type of box in 
which we deliver the ring). On each is a price ticket. We 
have wedding rings from $5 to $100. We leave the rings 
in the window at all times, changing their position in the 
display. Boxes will sell wedding rings much more ef- 
fectively than using pads showing 12 or more rings. People 
like to see the article in a box. The pride of possession 
plays an important part in the sales psychology. 

Our salesmen belong to many organizations and are of 
different religions. We know we must make contacts with 
new customers if we are to go ahead. Being active in 
organization and church work makes friends and, eventu- 
ally, business. 

We are very close to our employes and withhold no 
secrets of the business from them. Our salesmen and 
watchmakers are rewarded for producing business. Stock 
is issued to them without charge and a bonus is paid de- 
pending upon the profits at the end of the year. This 
makes them a part of the firm—inspires them to greater 
efforts and keeps them from going into business and becom- 
ing competitors. It requires more than one man to run a 
business. It demands cooperation and this is best gained by 
sharing the business with your employes. 

We moved into our new store because it is an improved 
location—the rent is low and no matter how slow business 
seems we can always do a fair business. There is more 
satisfaction in trying to do a big business under difficulties 
than coasting along during the easy periods. 

We never worry how we can compete with our com- 
petitors. We do say that our competitors must be good 
to compete with us. 


Star Sapphires Popular With Paris Evening Gowns 


The sudden popularity of hyacinth blue as an eve- 
ning color is having a big effect on Paris fashions. Not 
only are dresses and wraps taking on this new color, but 
accessories as well—bags, shoes, fans and jewels. Some 
gowns are even worn with wrap around fox scarfs dyed 
to match the hyacinth blue dresses they accompany. 

One of the most striking results of this new fashion in 
evening colors is its effect upon jewelry. A decidedly new 
interest is being shown in star sapphires as evening jewels 
according to the Paris correspondent of the National 
Jewelers’ Publicity Association. They appear not only in 
company with diamonds and emeralds, but by themselves, 
in necklaces, bracelets and brooches which are set in 
unpolished platinum or dull yellow gold. 

In the United States interest is increased in star sap- 
phires because of the fact that with the advent of a new 
family in the White House Eleanor Blue will become a 
popular color since it is the choice of President-elect 
Roosevelt’s wife. The star sapphires will form a pleasing 
combination with the new color. 
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SAPPHIRES 

EMERALDS 

RUBIES 
STAR SAPPHIRES 


STAR RUBIES 
CATSEYES 


Selection of Choice Precious Stones 
Mounted in Fine Rings Available 
for Your Calls 


ROBINSON & SVERDLIK 
527 FIFTH AVE. 
NEW YORK 
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The Same Reliable Guarantee as Here-to-fore 


YOUR 
SAFE -GUARD 











Our unbroken Official Trade Mark seal at each end of a strand of Orienta CULTURED PEARLS 


is a GUARANTEE of their perfect wearing quality. May be had Lz | Ceistie ag 


with or without clasps (clasps in Platinum, Diamond and Sapphires 


or any colored stones) also in beautiful leather cases if desired. C5 ON dct Breet oN York 








SIGNS OF A NEW TOOLS or— 
PROFESSION A NEW PROFESSION 


Which Will be Used by Certified Gemologists— 
Signs like this will be used upon windows and the Gem Authorities of the Future 


stationery of those students who successfully pass 
and occasionally 


a 2%4-year course in Gemology before an examin- Selling instructions 
ing board selected by both scientists and the jew- in Institute's 
elry trade. MAIL COURSES 
and 
' TEXT-BOOKS 


Hi STEWARD: 
Mill LONDON soy 
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ENROLLMENTS ARE 
TEMPORARILY FILLED! 


For the course which prepares for the exam, 
enrollments in some sections are full until May |. 


or 
a 
DICHROSCOPE 








Instruments May Be Imported Through 

















Write for Details Book Department of: 
GEMOLOGICAL INSTITUTE OF AMERICA GEMOLOGICAL INSTITUTE OF AMERICA 
; 3511 West 6th Street 
Los Angeles, Calif. Los Angeles, Calif. 
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Fourth International Jewelry Congress to Be 
Held at Rome, Italy, May 5 to 7 


Le Hacue, Hotianp, Feb. 2—According to notices 
just sent out by the International Bureau of Associations 
of the Manufacturers and Dealers in the Jewelry, Gold 
and Silver trades, the fourth International Congress of 
the Jewelry and Allied Industries will take place May 
5 to 7 and, as previously announced in THE JEWELERS’ 


Circutar, this will be held in Rome, Italy. In the 





Palace of the Italian National Fascist Confederation of Commerce 
where the International Jewelry Congress will be held. 


sessions of five different committees covering (1) dia- 
monds and precious stones; (2) precious metals; (3) 
watches and clocks; (4) insurance and (5) economic 
interest, matters affecting the jewelry trade all over the 
world will be dealt with. The agenda for the work of 
each of these committees is a long one and contains many 
matters of vital interest. 

The full meeting of the Congress will be held at the 
Palace of the Italian National Fascist Confederation of 
Commerce, which organization has constituted an or- 
ganizing committee which will take care of preparations 
for the Congress in collaboration with the International 
Bureau. 

The opening of the Congress will take place at the 
Capitol and a committee of honor will be formed from 
eminent deputies of the Italian Parliament. 

There has been now an interval of three years since 
the last session of this International body, the third ses- 
sion of the Congress having been held in 1930 in London. 
In the meantime, many matters of vital interest have come 
up in the jewelry trade all over the world, and, therefore, 
the coming session is deemed of special importance. Up 
to the present no arrangements have been made for rep- 
resentation in this Congress of any of the organizations 
in the jewelry trade of the United States. 

During the sessions of the Congress, a number of in- 
teresting exhibitions, national and international, cover- 
ing art and products of the decorative arts will take place 
in Italy and no doubt will prove of interest to all of the 
jewelers who attend. 

Further details of the Congress will be published at a 
later date. In the meantime, manufacturers or others 
who are interested can get full information by addressing 
the headquarters of the International Bureau, B. I. B. O. 
A., 1 Noordeinde, The Hague, Holland. 

The Italian National Fascist Confederation of Com- 
merce is now working on plans for the coming event. 
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GEM OF 
FASCINATION 


An extensive 
line of Star Sap- 
phires and Star 
Rubies in Rings, Cuff- 
Links and Dress Sets. 


PARAMOUNT TO ALL PRECIOUS STONES 


LOUIS N. MARX 


551 FIFTH AVENUE, NEW YORK 
TEL. MURRAY HILL 2-8838 

















Know Your Merchandise 


“GEM-STONES,” by G. F. Herbert Smith, gives a clear, 
concise, but very comprehensive survey of the various 
precious and semi-precious stones used for ornamental 
purposes. Written in a most interesting and instructive 
manner by an Assistant Secretary of the British Museum 
and a world authority, it presents the history and tech- 
nology of gems, tells what they are, where they are found, 
how they are fashioned, and how they may be dis- 
tinguished. 


It offers the jeweler and his clerks an excellent means of 
fully familiarizing themselves with this interesting subject, 
and provides the answers to many questions asked by cus- 
tomers. Fully indexed, it makes an excellent reference book. 
Over 300 Pages; many tables, plates, and illustrations. Price 
$3.00. Order your copy today from— 


THE JEWELERS’ CIRCULAR 
239 West 39th St. New York, N. Y. 














WALL STREET JEWELRY CLEANER 


monds and other 
solution, a professional cleaner’s formula. 





1-2 doz., 8 Foe ceaeceeceeee ees 2:30 
! (one) dez., 6 a. aay accsedan 4.50 ay ey = a 
f Hee Us. a a P Cheek or Money Order. 


Pat. Off. R. E. SMITH, 2698 Bailey Avenue, New York, N. Y. 


Write for circular “‘What ts Wall Street” 


A scientifically prepared solution for restoring the lustre to dia- 
fine jewels and jewelry, removing all foreign 
substances, being something different from the ordinary cleaning 


Attractively packaged. 
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Grane 
TANLS 
STANDARD OF A CENTURY 
WRITING PAPERS 
The Jewelers line, featured and sold by the nation’s 
leading jewelers for—Wedding Invitations, Calling 
Cards, Informals, Monogram, Address, Crest and 


Yacht Stationery, and used by many of them for 


their own Business Stationery. 


CRANE, OF DALTON 


A NOTE TO SALES PROMOTION DEPARTMENT AT DALTON, MASSACHUSETTS, 
WILL BRING YOU INTERESTING INFORMATION REGARDING THE JEWELERS 


STATIONERY DEPARTMENT, 

















Two Standard Books for 














Optometrists and Opticians 


By LIONEL LAURANCE 





General and Practical Optics 
(Third edition, 360 pages and index) 


Visual Optics and Sight Testing 
(Third edition, 420 pages and index) 





Price, $5 for Each Book 





OPTICAL JOURNAL & REVIEW 
239 West 39th Street New York City 
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New York State Retail Jewelers Protest Against 
Proposed Sales Tax 


L. M. Campell, president of the New York State 
Retail Jewelers’ Association, has addressed a letter to 
Hon. Herbert H. Lehman, Governor of the State of New 
York, in which he protests against the proposed two per 
cent retail sales tax now under consideration at Albany, 
and urges the Governor and Legislature to bend every 
effort to reduce the State’s expenses so that they shall 
come within the income which may be expected to accrue 
from existing taxes. His letter is as follows: 


Canandaigua, N. Y., 
February 23, 1933. 
Honorable Herbert H. Lehman, 
Governor of the State of New York, 
Albany, New York. 
Dear Governor Lehman: 

This Association, while opposed to the proposed Retail Sales 
Tax, believing that it would inevitably place an unfair burden 
upon merchants who would in many instances be unable to pass 
the tax on to the consumer, desires to give the full weight of 
whatever influence it may have to support of every endeavor 
to reduce the expense of State government so that the levying 
of additional taxes of any sort shall be unnecessary. 

We believe that the citizens of this State are now paying all 
the taxes they can reasonably bear in view of their drastically 
reduced incomes. We ask that the Governor and Legislature 
bend every effort to reduce the State’s expenses so that they 
shall come within the income which may be expected to accrue 
from existing taxes. 

Yours very truly, 
L. M. CAMPBELL, 
President N. Y. S. R. J. A. 


President Campbell calls the attention of retail jewelers 
to the above letter and asks that they write to their 
State Senator and Assemblyman at once along the same 
lines. 





' Emil H. Leffert 

Councit Buiurrs, Iowa, Feb. 25—Emil H. Leffert, 
president and treasurer of the Emil H. Leffert Co., 503 
W. Broadway, died at his home Feb. 18, following an 
illness of six months. 

He was a native of Council Bluffs and had been en- 
gaged in the retail jewelry business in that city for more 
than 25 years. He was preceded in the jewelry business 
by his brother, Herman M. Leffert, who in later years 
engaged in other pursuits. 

Mr. Leffert, during his years in the trade, built a 
business which was outstanding in the city and in the 
southwestern portion of the state. He was widely re- 
spected as a business man and his thorough knowledge of 
the jewelry craft was appreciated by those members of 
the trade who called upon him. 

He was active in civic affairs of Council Bluffs until 
recent years. He belonged to the Masonic order and 
the Shrine, the Odd Fellows, the Elks, the Maccabees, 
the Eagles, and the Rotary Club. He attended the First 
Congregational church. 

The business will continue to be operated under the 
original firm name and in its present location by Henry 
H. Leffert and Lina Leffert, nephew and niece, re- 
spectively. 





Burke & Yard have opened a jewelry store in the 
Hopewell National Bank Building, Hopewell, N. J. 
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This store has devel- 
oped a_ conservative 
payment plan which 
offers credit to reli- 
able accounts. Simple 
card forms eliminate 
complicated book - 
keeping detail. 





CREDIT ACCOUNTS WELL IN HAND 


A number of the two million 


young people who are annually coming into the market 
to buy for themselves for the first time, are educated to 
buy on the “Pay-Later’’ plan. 


Credit or deferred payment was brought forth without 
the knowledge or consent of the consumer. Consumers 
can almost dictate their own terms on jewelry, furniture, 
secondhand tires and possibly false teeth. Who knows! 
This is a serious and dominating factor in merchandis- 
ing, whether one likes it or not. And you are not obliged 
to pay Prince Ali Bendo $7.50 to find it out, either. 


It has been customary for retail jewelry establishments. 
to classify themselves as either “cash” or “credit” stores, 
with a wide line of demarkation between the two. There 
are practically no strictly cash stores in the true sense 
of the word. 


Many out-and-out credit stores advertise “Cash and 
Credit.” For the most part the old line jeweler has kept 
away from the credit proposition. Well he might, for 
in the main it is operated entirely different from the way 
his business is conducted. That, by the way, may be 
construed as a compliment to credit stores in sundry cases. 

In Green Bay, Wis., the experiment of a first-class 
“cash jeweler” is interesting. To look at the Vander 
Zanden establishment, both windows and interior, there 
is nothing to indicate anything of a credit nature, save 
one small sign in the side window, which reads as follows: 
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“Open a charge account. Use our divided extended 
payment plan. Pay weekly or monthly, as you wish. No 
extra charge.—Vander Zanden.” 


Credit business in this store is limited to a six months’ 
payment period. Those who cannot meet their obligation 
in that time are not considered desirable risks. Terms are 
never advertised or mentioned. Nothing of the sensa- 
tional nature is ever offered as account openers. This is 
just a good, substantial store endeavoring to meet chang- 
ing conditions without ballyhoo or band-wagon methods. 
Not that they disapprove of such ways of attracting trade 
in other stores, but it is felt that these methods would 
not be in keeping with their ideals in conducting a good 
jewelry store. 

These three forms constitute the entire credit book 
work, 

Form A is the customer’s receipt book. 

Form B is a combined report giving the detailed his- 
tory of the customer, the sale, the agreement, while a 
chattel mortgage is recorded on the reverse side. 

Form C is the ledger card, the checking of which is 
a weekly job. It will be seen that this is a record of both 
the time the customer agreed to pay and the actual dates 
of payment. 

While the credit part of the business here forms a 
comparatively small percentage of the store’s volume, the 
plan adopted is working out to the general satisfaction 
of the firm. 
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Gorham Sterling 


Because Gorham artistry and Gorham 
craftsmanship stand alone. 
Because each Gorham Sterling pattern 
is authentic... the original design of 
the most famous artists in precious 
metals .. . each pattern reflecting a fin- 
ished perfection in beauty of line... 
proportion...design...detail... utility. 
Because Gorham designs are the out- 
standing favorites .. . chosen by more 
people each year. 

Because in Gorham patterns only can 
you see every style, every period, at 
its artistic best. 

Because in Gorham Sterling you can 
start with a teaspoon... a modest set 


. or a complete service. 





TheGORHAM Company 


3 











thoes obligation on your part. 


Bovidene, Rhode Lslamd-- since 1831 


AMERICA’S LEADING SILVERSMITHS. MAKERS O 
STERLING SILVER, BRONZE & GOLD. SPECIAL COMMISSI 








Because in Gorham Sterling extra pieces 
can be obtained to fill in any part of 


* your service — even twenty - five, fifty, 


seventy-five, a hundred years from now. 


. And there is Gorham hollow -ware to 


harmonize with each flat-ware pattern. 


Because never in history has there been 
such a service in silver... and yet 
Gorham Sterling costs no more than 
ordinary sterling. 

Because never in all Gorham’s 102 
years of silversmithing have prices of 
Gorham Sterling been so low. 

Because practically every good jeweler 
is a Gorham agency, and any of them 
will gladly show you Gorham patterns, 


STERLING 


F EVERYTHING IN 
ONS SOLICITED. 
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Window display in store of Shreve, Crump & Low Co., Boston, Mass., which won first prize in recent newspaper contest 


A Silverware Window Display 
That Won First Prize 


Tie carefully 


arranged window displays always attract favorable atten- 
tion and help to stimulate more buying has been found 
true by jewelers in all sections of the country and when 
such a display can be keyed into a local or regional event it 
is almost sure to command additional notice. 

Such an opportunity was offered in conjunction with 
New England’s Prosperity Exposition, held at Mechanics 
Building in Boston a while ago and Shreve, Crump & 
Low Co., that city, featured a beautiful display of silver- 
ware made by an old New England institution. 

The simplicity and beauty of this display won the prize 
of $100 awarded by the Boston Post, sponsor of The Pros- 
perity Window Display Contest throughout New England, 
for the best windows. 

The color scheme of this attratcive window was de- 
rived from the painting on the back wall, called Noark 
Hills, Conn., and painted by Charles H. Davis. Each ef 
the pigments found in the painting were spotted effectively 
through the window in using various colored materials. 
Gray celanese for the back wall, a rich maroon for the 
floor, and soft green in between the silverware. Strewn 
about the floor were oak leaves. 

In the corner of the window was a poster reading: ‘““We 
are featuring New England products as our part toward 
New England’s Prosperity.” 

The silverware shown in the display had to be of New 
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England origin and products of the Reed & Barton Co. 
were displayed by the Boston jewelers. 

Retail jewelers who are alert to such opportunities can 
often profit by devoting their display windows to promoting 
local events and incidentally not only do their bit in the 
plan but at the same time bring in added trade. 

Opportunities are often found in towns and cities where 
high schools or colleges are located. By showing pictures 
of local athletic teams and individual pictures of the cap- 
tains of the teams, attention can be directed to the articles 
displayed. The more timely these window displays are the 
more successful the sales effort is apt to prove. The day of 
a big game in the home town is always an excellent chance 
to use such a window display. 

With the arrival of spring many opportunities will pre- 
sent themselves. Windows featuring trophies for baseball, 
tennis and other contests always prove popular and there 
are so many articles in the jewelers’ stock that make suit- 
able awards that the window display can be made most 
interesting. 

In preparing any special window display it is always 
well. to keep in mind that your local newspaper adver- 
tising should be keyed into the event and attention directed 
to it. 

Watch for these opportunities and take advantage of 
them. 


































Manehester Seores Again! 


THE BEAUTY, QUALITY AND 
LOW PRICE OF PILGRIM 
(engraved) REPRESENTS THE 

UTMOST IN NEW DAY 
VALUES 


HAND ENGRAVED TABLE 
SERVICES ARE FAST 
BECOMING BEST SELLERS 
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Pilgrim 
(engraved) 


AND engraved Pilgrim 
meets the demand for a 
different, more luxurious 

pattern. 


CCK KEKE KK KK 





CK KCK KC KKK KKK 


Full age finely finished, yet 
reasonably priced, Pilgrim has 


J s Vv 
everything to make it overcome (engraved) 


sales resistance. 


Southern Rose 
Repousse 





Manchester sterling is made by a know-how organization, one that has cut out all the frills 
and attends strictly to the business of producing a product which is widely recognized as 
the “best-for-the-money.” 


A request will bring the Manchester catalogue showing twelve flatware patterns and dozens 


ANCHESTER 


* SILVER COMPANY 
PROVIDENCE . . RHODE ISLAND 
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How Hudson Sells More Stationery 
(From Page 29) 


are women. Only fastidious men buy monogramed sta- 
tionery. Colors in men’s papers are confined to grays and 
soft browns. 

“A greater spread of letters, to make the name more 
extended and give a more graceful effect is the little change 
in men’s social papers. As a gift for men, I suggest a 
fairly good-sized box of paper containing three or four 
quires, and the design for the name is chosen by the person 
making the gift, with a type to suit his taste. 

“Every home is a prospect for home stationery, which 
anyone in the house can use. It is not personal, and 
usually carries the street and town address on both sheet 
and envelope. Country home stationery can be individual- 
istic, through the use of a paper and design suggesting 
something about the estate, as a birch paper for a cabin 
in the birches. No two people would use the same design. 

“Women often buy articles for their husbands’ offices, 
because they are in the store oftener than are men. 
Usually a man has all the personal things he needs in his 
home, so it is logical to think next of his office needs, such 
as stationery, desk sets, trays and desk pens. The average 
man likes bronze because it is durable. 

“Bronze can be finished in greens and reds to match 
ofice color schemes. Leather-bound dictionaries and 
leather-bound atlases are jewelers’ gift item. For the 
executive’s stationery the glazed bond and laid papers are 
ideally suited. The name is the outstanding thing in 
the lettering, and men dislike having advertising on the 
personal, executive paper of their office. 





A. P. W. 








SILVER 


ANODES 


gles, Ovals. 
ALL SIZES 


tion. 


Prove This. 


“Party goods such as place cards and tallies can’t be 
sampled as stationery can, with any resulting quantity 
sales. I have used sample books, but customers flip the 
pages without giving them due consideration. These 
goods must be shown individually. I place a tally, for 
instance, directly before a customer, and she is at once 
interested. 

“Fountain pens are in specially-made trays, and appear 
more as jewelry items than they would in ordinary, drab 
trays. A fountain pen bought in a jewelry store is in- 
variably a gift, and I always impress upon the purchaser 
that the pen point will be changed as desired, and urge 
that the person receiving the gift come into the store to 
make sure of the point. 

“It is often that I can sell a pencil, or a bottle of ink, 
or some other item to go with the pen. Another way to 
get the person receiving the pen to come in is by asking 
the person who bought the gift how well it is liked. 
Word is usually passed on, and the one receiving the 
gift frequently stops in to remark how satisfactory it is. 

“Re-arrangement of displays helps in selling. If one 
item is placed out by itself as though it had been handled 
and then forgotten, it is surprising how quickly someone 
will buy it. On the other hand, when there is a whole 
table of items, people take a long time to examine things 
and ask questions. I have tried leaving single articles out 
alone, and they have sold quickly. 

“After something has stood for half a day without 
arousing interest, it should be changed for something else. 
When an article is kept in one particular spot all the 


time it becomes a dead number, so it should be shifted and 


placed at different angles so it will be noticed.” 





SILVER 


STERLING 


In Sheets, Strips, Wire, 
Circles; Squares, Rectan- 


The APW Annealing Proc- 
ess Helps Your Produc- 
Try Some of Our 
Circles for Spinning to 
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SILVER 
SOLDER 


ALL GRADES 
AND 
IN EVERY FORM 










USE APW SILVER FOR QUANTITY AND QUALITY PRODUCTION 
YOUR TRIAL ORDERS ARE ALWAYS INVITED 


THE AMERICAN PLATINUM WORKS 
N. J. R. R. Ave. at Oliver Street, 
NEWARK, N. J. 
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Among discriminating people price will ever remain secondary to quality. And although the 
g & peopte | y | y £ 


AMERICAN DIRECTOIRE costs more, its rare beauty and character make an irresistible appeal to 


those who desire the very finest in table silver. A strictly “quality” pattern with an exclusive distribution. 


ROGERS, LUNT & BOWLEN ° Silversmiths ° GREENFIELD, MASS. 














Protests Against United States Mint Striking 
Inaugural Medals 


WasuHiIncToN, D. C., Feb. 10—Protest against the 
employment of the Philadelphia mint for striking the 
medals for the inaugural of President-elect Roosvelt was 
registered by Darrell Crain of the jewelry firm of Pear- 
son & Crain, here with the Inaugural Committee. 

Mr. Crain, a member of the Retail Jewelers of Wash- 
ington, a branch of the Merchants and Manufacturers 
Association, declared the work should have gone to a 
local concern, since the Inaugural Committee is purely 





International News Photo 
Obverse and reverse of Roosevelt Inaugural Medal 


local in character and the work of preparing the plans 
for the inaugural is purely a local undertaking. 

“The Wilson, Harding and Coolidge inaugural medals 
were made through local concerns,” said Mr. Crain. “The 
die work on all these medals was exceptionally fine. The 
Hoover Committee made the mistake of asking the mint 
to turn out the medals. ‘This caused a great deal of 
criticism. 

“The chairman of the present Medal Committee has 
indicated that he has not only engaged an out of town 
sculptor to design the medal, but because of the low 
figure at which the mint may turn out these medals, it 
will be asked to produce them. 

“We are amply able to design and produce the finest 
medals in the country.” 

The illustration shows the obverse and reverse sides of 
the medal which was designed by Paul Manship, inter- 
nationally known sculptor. Production of the medal at 
the Philadelphia Mint has been under way for some time. 

The design for the reverse side follows a suggestion 
made to the sculptor by President-elect Roosevelt. ‘The 
bronze reproductions will be sold to the public by the 
inaugural committee of which Robert W. Woolley is 
chairman. The medal is copyrighted by the sculptor and 
is of excellent design and workmanship. 





Paris Revives Chain Bracelets 


Paris, Feb. 4.—There is at least one fashion that 
Paris will stand back of, through thick and thin, through 
all sorts of style changes. It is the chain bracelet. There 
is hardly a season that does not witness the heralding of 
the chain bracelet, in some new form or other, as the 
outstanding successful fashion. Right now, it is again 
being launched as the favorite of the season, and is being 
shown in smart shops on the Rue de la Paix. 
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CHINA 


and 


GLASSWARE 


for 


JEWELERS 


We have in stock ready 
for immediate delivery a 
line of wares well adapted 
for the jewelry trade. 


Prices in keeping with the 
times. 


We request your visit and 
correspondence. 


PAUL A. STRAUB & CO. 
105-107 Fifth Ave. 
at 18th Street New York 














The Platinum Industry in 1932 


BY CHARLES ENGELHARD* 


{ jpew platinum metals generally felt the lack of stimula- 
tion in the industry during the year 1932, but for 
certain uses and particularly in the jewelry trade platinum 
improved its position despite market conditions. 

With the lower prices for platinum and a desire on 
the part of retail jewelers to carry better quality merchan- 
dise, certain platinum articles actually had a wider dis- 
tribution and sale. This was particularly true of wedding 
rings. Dealers and manufacturers of ring blanks made 
greater efforts to merchandise platinum rings and settings 
for the remounting of old jewelry, and they found among 
retail jewelers a pleasingly responsive attitude. Better 
demand for articles for men, such as platinum collar pins, 
cuff links, pencils and knives also was reported by retail 
jewelers. 

The production of two trophies of platinum for the 
Culbertson World Bridge Olympic stimulated interest in 
platinum articles of this type. Of equal importance was 
the realization by the jewelry trade that iridium-platinum 
could be drawn and spun with relative ease, and that its 
flat surface had a distinctive and interesting appearance 
which made it desirable for other large articles for the 
home. Dresser sets and after-dinner coffee services are 
possibilities. 

Two George Washington Bicentennial medals, which 
were presented to President Hoover and to the Library of 
Congress, were struck in platinum, marking the first time 
in its history that the U. S. Mint struck medals from 
platinum. ‘These medals and the Culbertson trophies 
brought to platinum wide public interest on which intelli- 
gent merchandising can capitalize. 

Radically new types of plating baths for the deposition 
of platinum and palladium were developed, and the al- 
ready highly successful rhodium baths were further im- 
proved. Electrodeposits of palladium as thick as .020 
inches were produced. 

Rhodium was increasingly used where a white, highly 
reflective, non-tarnishing electroplate was required. For 
some years rhodium plate found its principal .use as a 
finish for white gold or silver jewelery, but in 1932 the 
higher reflectivity of this metal as compared with other 
metals led to its use for finishing the 60-inch reflectors 
employed in U. S. Army searchlights, and to some 3,000 
smaller reflectors used in the lighting of the stage of the 
new Music Hall at Rockefeller Center. 

The role of platinum metals in dental alloys was 
further studied, and the results were communicated to 
the Institute of Metals Division of the American Institute 
of Mining and Metallurgical Engineering. In this work 
the important improvements resulting from the replace- 
ment of considerable percentages of gold by platinum or 
palladium were demonstrated. Recognition that the high 
palladium content dental alloys, which are white in color, 
are less conspicuous than gold in the mouth, led to the 
development and marketing of such alloys by several of 
the leading dental manufacturers. 

There has long been a demand for electric resistance 
furnaces which could be used in the temperature range 
from 1100 degrees C. to 1300 degrees C. At its present 


*President, Baker & Co., Inc. 
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price, platinum can be economically used as the resistor 
in such furnaces, and during 1932 there was considerable 
interest shown in the development of long-life platinum- 
wound furnaces, in the form of small laboratory and 
dental equipment as well as of commercial furnaces of 
rather large size. 

Platinum as a catalyst in the production of sulfuric acid 
was given more attention during the year, following the 
presentation last year of a paper on ‘““Which Sulfuric Acid 
Catalyst—Platinum or Vanadium?” before the American 
Institute of Chemical Engineers. With its efficiency and 
low market price, platinum as a catalyst aroused renewed 
interest in the industry, which is bound to have results. 

Small quantities of platinum-clad nickel and palladium- 
clad molybdenum were produced for special purposes, 
while tests of corrosion-resisting alloys containing plat- 
inum were begun in chemical plant equipment in which 
the usual corrosion-resisting base metals proved to be 
inadequate. 


Annual Banquet of Bronx Retail Jewelers’ Association 


The 16th anniversary of the Bronx Retail Jewelers’ As- 
sociation was celebrated by a banquet and ball held at the 
Bronx Winter Garden, Washington Ave., on Sunday 
evening, Feb. 12, at which more than 225 members and 
friends of the association were present. 

Following an excellent dinner, David H. Greenberg, 
toastmaster, introduced a number of guests and brief ad- 
dresses were made by Phineas Peters, chairman of the Ex- 
ecutive Board of Retail Jewelers’ Associations of Greater 
New York, and Charles T. Evans, secretary of the Amer- 
ican ‘National Retail Jewelers’ Association. Both speakers 
complimented the Bronx association on its aggressiveness 
in going forward with its usual plans despits the depression. 

A program of songs and dances by a talented group of 
young artists followed and the evening’s entertainment was 
brought to a close with dancing. A Telechron electric 
clock was awarded as door prize, and each man present 
received a Waterman pen and each woman a pencil. 

The committee sponsoring the banquet was headed by 
Joseph Menczer, vice-president of the association, who was 
assisted by M. Reibstein, I. Hirschhorn, Murray Max, 
George Korsunsky, I. Geffen, H. Reibstein, B. Kurtzman, 
H. Davidoff, Jack Schwartz, A. Siegel, A. Bluming, Sam 
Hahn and I. Beerman. 


OFFICERS ELECTED 


On Tuesday evening Feb. 14, at the regular meeting 
of the association at the Bronx Winter Garden, George 
Korsunsky was elected president to succeed A. Landau, 
one of the leaders in New York’s association affairs. Jo- 
seph Menczer was re-elected vice-president, and other 
officers, all of whom were re-elected, were: I. Hirschhorn, 
treasurer; Murray Max, financial secretary; Jack L. 
Schwartz, recording secretary; I. Beerman, sergeant-at- 
arms, and H. Reibstein, trustee. 

Following the election, the officers were installed by 
Phineas Peters. 

Mr. Landau, retiring president, was named chairman of 
the Board of Trustees. 
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Proposes An Industrial Council in the Jewelry 
Industry 
New York, Feb. 20, 1933 
Editor of THE JEWELERS’ CIRCULAR: 
A few days ago, Alfred E. Smith said: 


“This stagnation of business, or whatever you 
call it, is doing more damage to our own people 
than the great War ever did.” 


During the War our Government created a National 
Council of Defense to coordinate American business ac- 
tivities, and it accomplished this purpose with full success. 

In the light of existing conditions in American industry 
—the jewelry industry being of course no exception—a 
supreme need exists for the adoption of similar methods 
of coordination and united effort. I therefore feel you 
should give the utmost publicity to a suggestion that the 
jewelry trade take steps at once to meet the emergency 
that confronts it. 

It has been therefore proposed that a Council for In- 
dustrial Stability be created in the jewelry industry. This 
council would comprise conspicuous leaders in each branch 
of the industry, such as diamonds, watches, rings, silver- 
ware, etc. The council would have about 10 members so 
as to assure united thought and effort. 

Its outstanding purpose should be to formulate plans 
for the conservation of the resources of the industry dur- 
ing the present adverse conditions, and then to formulate 
plans and policies as preparatory to the return of more 
normal conditions. 

Under the guidance of such a council, it is to be 
expected that the return of normal conditions will be 
expedited and, which is more important, that all possible 
measures be taken in advance so that full advantage may 
be gained at the approach of better conditions. 

Under this proposal, the best brains in the industry 
should be marshaled with the view to applying the most 
experienced training and ability towards the immediate 
strengthening of the industry; the prevention of avoidable 
distress among individual members of the industry, and 
the formulation of policies applicable to restore business 
conditions. 

It is important to emphasize the fact that this proposal 
involves no conflict or interference with existing associa- 
tions in the industry. On the contrary, the proposed 
council would seek in every way to cooperate with and to 
assist such associations, and to avail itself of the mechanism 
afforded by such associations. 

The time is short and immediate action is important. 
Will the real leaders of the jewelry trade join in this 
movement if it is started? 


Yours truly, 
Pro Bono Publico. 


William A. Lee 


Newark, N. J., Feb. 8—William Augustine Lee, 77, 
a jeweler for years connected with the David C. Dodd 
Co., in Newark, and later with the firm bearing his 
own name, died from a heart attack yesterday at the home 
of his daughter, Mrs. Harrison Sayre Higbie. He had 
been in ill health about two years. 
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Besides his daughter, he leaves his widow, Mrs. Mary 
Dodd Lee. 

Mr. Lee was born in Buffalo and had moved to Newark 
30 years ago. 


Boston Jewelers Club Holds Forty-Fifth Annual Banquet 
With Good Attendance 


Boston, Mass., Feb. 11—The Boston Jewelers Club, 
despite the depression, has kept up its reputation for hos- 
pitality and has again scored a success in the annual 
banquet held tonight as usual at the Copley-Plaza Hotel 
in this city. With the usual quota of good speeches and 
an excellent entertainment, the 220 members and guests 
assembled enjoyed an evening that will ever remain among 
their most pleasant recollections. 

President William L. Stone presided and the toast- 
master, as usual, was B. J. Doyle of Philadelphia, who was 
in happy mood as he introduced the various speakers. 
Among the guests of honor were to have been the presidents 
of the various jewelry organizations but of these only 
Jacob Mehrlust, president of the Jewelers 24 Karat Club 
of New York was present, the guests at the head table com- 
prising principally officers of the United States Army and 
Navy in the vicinity of Boston, including Major Gen. Fox 
Connor, Col. Walter S. Grant, Lt. J. Trimble Brown of 
the Army and Capt. R. P. Schlabach, Capt. Frank T. 
Watrous and Commander H. G. Patrick of the Navy. 
Captain Schlabach said a few words in behalf of his branch 
of the service and Gen. Connor on behalf of the army. 

President Mehrlust when called on for an impromptu 
speech jokingly said that in these times a free meal was 
always welcome and though unprepared, with the United 
States Navy on one side of him and the United States 
Army on the other, he was not afraid to talk. He said the 
club had shown the proper philosophy in spreading good 
cheer and hopefulness during the present situation and 
quoted from Emerson, one of Boston’s great sons: 


“We are men and must accept, in the higher 
mind, the same transcendant destiny ; not minors 
or invalids in a protected corner—not cowards 
fleeing before a revolution, but guiders, redeem- 
ers and benefactors obeying the Almighty effort 
and advancing on chaos and the dark.” 


He continued by hoping that all would be strengthened 
by our present experiences and that courage, perspective 
and confidence remove the veil of uncertainty that sur- 
rounds us and replace it with a state of happiness. 

Mr. Mehrlust was followed by Rev. T. Montgery 
Mark and the State was represented by State Secretary 
Frederick W. Cook, who brought the greetings of the Com- 
monwealth. ‘Traffic Commissioner Conry spoke for the 
city of Boston. He referred to the great Roosevelt land- 
slide and emphasizing the fact that three outstanding Re- 
publican figures survived, namely, Attorney General War- 
ner, Lieutenant Governor Bacon and State Secretary Cook. 

The principal speaker was in reality the toastmaster 
who came in for much good-natured badinage from Com- 
missioner Conry. 

After the banquet an excellent vaudeville was presented 
which lasted until after midnight. The stage was brought 
up into the main aisle of tables. Throughout the dinner 
patriotic and popular music was furnished. 











Flatware 


Community Plate 
1847 Rogers Bros. 








Build a Reputation for Quality 
Use Standard Trademarked Merchandise 


We Carry 
In Stock 


Fone a. ; | for Wallingford Co. | 
m. Rogers & Son ‘ Uni 1 Electric W | 
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Alvin Plate Delivery Sessions & Waterbury Clocks | 
SELL QUALITY 
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Hollowware 


Poole Silver Co. | 
International Silver Co. | 


Homan Mfg. Co. 














DO YOU NEED 
THIS MAN? 


Experienced Advertising and Sales 
Executive. Now located in manufac- 
turing jewelry center and immedi- 
ately available. 


Sufficiently versatile to fit into an or- 
ganization of any size. Capable cor- 
respondent, accustomed to general 
office detail, can prepare and place 
your advertising or represent your 
concern on the road with equal fa- 
cility. Highest references as to abil- 
ity and character. 


AT YOUR SERVICE! 


Address X., 8925 Jewelers’ Circular 
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WHEN YOU'RE 


BOSTON 





HOTEL BRUNSWICK 
HOTEL LENOX 


on either side 
of Copley 
Square 


Two famous Back Bay hotels that offer you pleasant conven- 
ience of location and moderate living costs with complete 
and cordial hotel service! 

A wide variety of dining rooms and restaurants .. . from the 
Brunswick Coffee Shop and Lenox Spa to the new Egyptian 
Room dinner-dance entertainments! 


Room with bath: Single $3-$4.50—Double $3.50-$7. Room 
with running water: Single $2.50-$3 — Double $3-$3.50. 


L. C. PRIOR, President and Managing Director 
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London Diamond Industry Active and Optimism 
Expressed by Both Trade and Public 


(Special Correspondence with Jewelers’ Circular) 


Lonpon, Feb. 2—With the first four weeks of 1933 
behind us and the diamond market holding up well it 
is not surprising that the diamond and jewelry industry 
is preparing to take advantage of an upturn in business 
between now and Easter. Uninvested money is becom- 
ing so cheap that fortunate possessors of quantities of 
it are looking around for some place other than the banks 
in which to soak it. Good diamonds are being regarded 
with a lively interest by such people. So are South African 
gold mining shares. 

The best-informed folks this side are confident that 
the value of all things that money can buy is now taking 
the up-grade and that delay to acquire now will be re- 
gretted later. ‘The boom in gold mining shares is at- 
tracting considerable attention and money. Even Ameri- 
can dollars are finding their way here for investment in 
South African mining stock. 

In the diamond market there has been some activity 
the past few weeks. A large number of diamond buyers 
have been in Belgium and Holland lately. According 
to Backus & Strauss, a goodly number of foreign dia- 
mond buyers visited the Amsterdam and Antwerp cut- 
ting centers the latter part of January, in addition to 
the local buyers. While it would not be correct to say 
that the visitors bought diamonds in any large quantities 
they took sufficient (especially in mélées and cheap sizes) 
to make the markets noticeably bare in these particular 
classes of stones. 

The uncertainty that ruled the first eight months of 
1932 in connection with the trend in value of diamonds 
of all descriptions resulted in diamond stocks dwindling to 
a very low level. The end of the year, in fact, found world 
diamond supplies most depleted. The reaction is now 
making itself felt, and merchants and cutters are beginning 
to replenish their portfolios. Hence the comparative 
strength of diamond prices and the continued tendency 

‘towards a stiffening of values. 

The retail jewelry trade is doing better than was ex- 
pected at the end of the last holiday rush. The public 
seems to be getting a little tired of the economy bogey 
nursed by politicians and is more disposed to “‘push the 
boat out” in the matter of so-called luxury purchases. 
The manufacturers have done their part in the creation 
of renewed interest in jewelry. 

Among the newer items seen in metropolitan jewelry 

stores this week were a choker necklace of glass beads as 
big as marbles, hollow, and each containing water and 
a wee glass goldfish, and a necklace of vari-colored beads 
which are impregnated with a perfume essence which re- 
acts to the warmth: of the skin. 
é A number of novelty jewelry lines will be shown in the 
Jewelry, gold and silver section of the British Industries 
Fair which opens Feb. 20 and closes March 2. This 
“shop window” for British manufacturers will be some- 
thing like 20 miles long in its three sections—Olympia, 
White City and Birmingham. More than 2000 ex- 
hibitors will occupy the 30 acres of stands. 

British jewelers will show exceptionally strong repre- 
sentation when the British Industries Fair opens the latter 
part of this month here and at Birmingham. There are 
three sections to the 1933 Fair—one at White City, 
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another at Olympia and a third at Castle Bromwich, 
Birmingham. The jewelers and silversmiths, of course, 
will exhibit as usual at the Olympia (London) section. 


London Diamond Market 
(Special Correspendence to N. J. P. A.) 


Lonpvon, Feb. 2—The rough market has been firm in 
January and some important sales have been made by the 
Diamond Corporation, mostly the lower quality goods. 
The better qualities are not yet asked for and will not be 
in demand until trading conditions improve. 

The fears, which have been expressed on the aban- 
donment of the gold standard by South Africa in cer- 
tain quarters, have, fortunately, not materialized. It 
appears that the Diamond Corporation is buying up allu- 
vial goods produced by the diggers, in order to maintain 
prices. If the mines remain closed there is every reason 
to hope that the prices of rough diamonds will be firmly 
held and will even increase as soon as general trading 
conditions improve. 


Armor-Like Bracelets Take Paris by Storm 


A bracelet, copied from a 15th century suit of armor, 
is responsible for a new jewelry fad in Paris. Armor- 
like bracelets, like deep cuffs, are worn in pairs with the 
smartest afternoon and evening dresses in the French 
capital. 

The first of these bracelets, launched by Worth in a 
society fashion show here, were simple flaring cuffs of 
silver. The pair were worn by a Worth mannequin 
parading a street dress of black wool. 

Current versions of the bracelet are much more elab- 
orate. Many of them reach half-way to the elbow and 
are studded with crudely carved semi-precious stones. For 
evening, these bracelets are of gold covered with jewels. 
Some of them are worn with sleeveless dresses, and give 
the effect of a long, tight, arm-fitting sleeve ending in a 
cuff. Others are worn with long-sleeved dinner and eve- 
nig dresses that have open slashes on the shoulders, ac- 
cording to the Paris correspondent of the National 
Jewelers’ Publicity Association. 


Ingersoll-Waterbury Co. Introduces New Line 


On March 1 an entirely new line of watches was 1n- - 
troduced by the Ingersoll-Waterbury Co., with head- 
quarters at Waterbury, Conn. Not only will there be 
new watches, but the presentation also includes new 
packaging and a new merchandising plan that should re- 
sult in an uplift in the watch sales of the retail jeweler. 

The two leaders of the line, the “Yankee” and the 
“Tuxedo,” a wrist-watch, are being packaged together 
in a new kit specially designed, which has been called 
the “Profit Kit.” The kit contains six ““Yankee” watches 
and three “Tuxedo” watches. The kit is designed to 
be used as a self-display stand and should result in a 
speedy movement of merchandise over the jeweler’s coun- 
ter. ‘The boxes in which the watches are packed are at- 
tractively designed. 

Dealer material will be supplied to the jeweler which 
will include display cards and window posters. The 
distribution to the trade will be through 150 leading job- 
bers, who will make a complete national coverage of 
jewelry stores. 
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One Board of Trade for Jewelry Industry 


Services of National Jewelers Board of Trade of New York and 
Manufacturing Jewelers Board of Trade of Providence merged 
under auspices of latter body—New York organization 
agrees to turn over plant to Providence body at 
annual meeting—Rating and reporting head- 
quarters will remain in New York and 

’ collection work in Providence. 


Beginning February 1, the jewelry 
industry is working with one Board 
of Trade, a condition for which many 
leaders have been striving for more than 
two score years. Starting with that date, 
the services of the National Jewelers 
Board of Trade with headquarters at 22 
West 48th St., New York and that of the 
Manufacturing Jewelers Board of Trade 
in the Turks Head Bldg., in Providence, 
R. I., were combined under the direction 
of the latter body, the members of the 
National Board joining the Providence 
Board which is operating the combined 
services under the name of the Jewelers 
Board of Trade. 

The rating and reporting service is 
being continued at the old headquarters 
of the National Board 48th St., New 
York, James McDermott in charge, Mr. 
McDermott having been for many years 
manager of the National Board. All col- 
lections and adjustments are being handled 
from the Providence office in the Turks 
Head Bldg., where the executive offices 
of the association will remain. 

In addition to the offices in New York 
and Providence, the Jewelers Board of 
Trade will continue offices in Chicag~ 
under the management of Mr. Thorpe 
while the collection department will be 
managed by R. C. Knox. The Failure 
and Adjustment Departments there, will 
be handled as heretofore by Horace M. 
Peck, who is the secretary and treasurer 
of the organization. 

The former members of the National 
Board, it was emphasized will receive 
the same services as heretofore—the same 
type of reports and rating code, the same 
rating book and same service bulletin 
and there has been no interruption in 
this service. The only change in con- 
nection with the reference book as issued 
by the National Board is in regard to 
the date of its issuance. This will ap- 
pear March 15 instead of March Ist as 
heretofore. 

The board of directors governing the 
Jewelers Board of Trade will be the same, 





as those of the Manufacturing Board ex- 
cept that the by-laws are to be appended 
to include six directors to represent the 
associate members as a large number of 
the members coming from the National 
Board will be elected under that class. 

The Cincinnati office formerly con- 
ducted by the National Board will prob- 
ably be discontinued but the question of 
continuing the San Francisco office is yet 
to be determined. 

NATIONAL BoarD DISCONTINUES SERVICE 

The action that brought the above con- 
dition about was taken at a special meet- 
ing of the National Jewelers Board of 
Trade which was called January 30 at 
the organization’s rooms in New York to 
which date the annual meeting of the 
Board had also been postponed. The 
meeting was largely attended and the ad- 
dress of Retiring-president Sigmund 
Cohn, explaining the proposition to be 
considered was listened to with the 
deepest interest. 

President Cohn and Secretary Shinn in 
brief explained that the income of the 
National Board had been greatly depleted 
during the depression and though every 
possible curtailment in expense had been 
made consistent with proper service, the 
prospective income from the membership 
(which had dropped below 600) was no: 
sufficient to carry on the work of the 
organization properly. Therefore, it had 
been deemed advisable by the directors 
who had been working on the proposition 
for many months to come to an arrange- 
ment With the Manufacturing Jewelers 
Board of Trade of Providence, by which 
the members of the National Board would 
be admitted to the Providence Board, that 
the rating and reporting organization of 
the National Board be turned over to the 
Providence Board to be continued intact 
and without interruption, with the same 
offices and the same force now conduct 
ing it. The combined service it was ex- 
plained would be continued under the new 
name of the “Jewelers Board of Trade.” 
The National Jewelers Board of Trade 
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would suspend activities in these lines 
and probably go into liquidation. 

At first considerable opposition to the 
proposition was evidenced by a number 
of the members who felt that nothing 
should be done until every means of con- 
tinuing the functions of the National 
Board should be exhausted and the propo- 
sition was made to appoint a committee 
to consult with the directors to find out 
if new sources of income could not be 
obtained or a new basis of operation ar- 
ranged for continuation. 

It was explained by the officers and 
directors that the delay after February 
1st, would mean that the Board would 
be under very heavy expenses and that if 
action was to be taken, it had to be taken 
immediately. 

After a long discussion the motion to 
postpone action was defeated by a ma 
jority of one, although the president held 
proxies of about 250 votes that could have 
been voted had it been necessary. After 
further discussion a resolution was finally 
adopted agreeing to the plan outlined by 
the officers for the consolidation of the 
service and authorizing the officers to 
make arrangements with the officers of 
the Providence Board to put this in effect. 

This special meeting being also the an- 
nual meeting of the Board on motion the 
retiring officers and directors were re- 
elected to continue in office until the or-’ 
ganization shall have been wound up or 
a decision come to as to whether any of 
its activities outside of rating and report- 
ing was to be continued. 





The same evening, a meeting was held 
between President Cohn and Secretary 
Shinn and other officers of the National 
Board with President Docherty and Sec- 
retary Peck of the Manufacturing Board 


‘at which arrangements were perfected 


and the counsel for the two organiza- 
tions authorized to draw up a contract, 
the Providence Board later ratifying the 
action of its officers in this regard. In 
the meantime the rating and reporting 
functions of the National Board were con- 
tinued without a break under the direc- 
tion of the Manufacturing Board. 

As a result of the agreement, letters 
were sent out to the members on Feb. Ist 
explaining the details of the merger of 
the two services which are being con- 
tinued under the name of the “Jewelers 
Board of Trade,’ explaining that the 
rating and reporting machinery of the 
National Board as well as the rating book 
of this organization would be continued 
for the combined membership. The only 
difference as far as the National Board 
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was concerned was that they would pay 
dues at the rate of $140 a year to th 
Jewelers Board of Trade instead of $165 
that they had formerly paid. 

The Manufacturing Jewelers Board of 
Trade had a membership of somewhat 
over 300, the National Jewelers Board of 
Trade a membership of approximately 
600 and the combined membership it is 
expected, (although there were some 
duplications), will give the industry an 
organization that can run on a sound 
and substantial basis and perfect a serv- 
ice that will be complete in every way. 
The National Jewelers Board of Trad» 
did not take care of collections as a Board 
and had suspended work of its adjust- 
ment committee. Members now will be 
able to have the advantage of the col 
lection department that the Providence 
Board has had in the past as well as the 
adjustment work which it has been doing. 





Sigmund Cohn Honored by Officers 
of National Jewelers Board of Trade 


Sigmund Cohn, the last president of the 
National Jewelers Board of Trade, was 
signally honored on the evening of Feb. 
9 at a dinner given to him at the 
Harmonie Club, 4 W. 60th St., New York, 
given by the directors and past presidents 
of the organization. Also as guests of 
the officers was Secretary Shinn of the 
Board and James McDermott, for many 
years head of the rating department, who 
is continuing in that position for the 
Jewelers Board of Trade, which has 
taken over the service of the National 
Board. 

The dinner, at which former President 
Meyer D. Rothschild presided, was held 
in a private room at the club and proved 
most enjoyable in every way, the menu be- 
ing such as only the famous cuisine of 
this place could produce. The speeches 
though informal were “from the heart” 
and Mr. Cohn was praised not only for 
his qualities as a man but for the ability 
he had shown under the most trying con- 
ditions in carrying on the affairs of the 
Board in two of the most critical years 
of its existence. Among the ex-presidents, 
beside Mr. Rothschild who spoke were: 
Joseph M. Herzog, Arthur Lorsch, Otto 
D. Wormser and G. H. Niemeyer, al! 
of whom emphasized the lovable and 
admirable characteristics of their guest 
and told of his devotion to the organiza- 
tion and of the work he had done for it. 
Other speakers included Herbert A. 
Wolff, counsel for the Board who told of 
his and his partners many years of de- 
lightful association with its officers an¢ 
the pleasure they had had in working 
with such an organization and particu- 
larly with Mr. Cohn. T. Edgar Willson 
read a short verse emphasizing the work 
Mr. Cohn had done in saving the or- 
ganization that had been built up. 

Ex-president Wormser in the course of 
his remarks, also brought out the fact 
that Mr. Cohn had an able partner i: 
his work in Secretary Shinn and ex- 
pressed the appreciation of the Board for 
all that Mr. Shinn had done during his 
five years of service. On behalf of the 
members be presented him with a beauti- 
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ful brief case in token of their affection 
and esteem. 

During the course of the dinner it had 
been brought out that President Cohn 
was about to embark with Messrs. Roths- 
child, Wormser, Lorsch, Mehrlust and 
others on a southern fishing trip and, 
therefore, the testimonial of esteem which 
was presented to him after the speech of 
Ex-president Niemeyer, took the form of 
a fine fishing rod, the “best that money 
could buy” together with other para- 
phernalia necessary for a devotee of 
Izaak Walton. 

Both Secretary Shinn and Presiden: 
Cohn responded fittingly, thanking the 





. 


Sigmond Cohn, Guest of Honor 


guests both for the encomiums heaped 
upon them and the beautiful testimonials. 

During the course of their remarks, 
many speakers emphasized the fact that 
though from the sentimental side they 
regretted seeing the passing of the old 
organization, they felt that the step taken 
was the best that was possible and in 
the line of progress, predicting success 
for the new organization in which thei: 
members were now enrolled. 

The spirit of good fellowship that pre- 
vailed throughout the evening made it 
one of the most delightful affairs that 
had been held in the trade in a long time 

Among those who participated at the 
banquet besides the three guests; Pres. Sig. 
Cohn, Secretary B. L. Shinn and James 
McDermott were: M. D. Rothschild, Otto 
Wormser, G. H. Niemeyer, Joseph M. 
Herzog, Arthur Lorsch, Herbert A. Wolff, 
Jacob Mehrlust, Albert E. Levy, Clifford 
Lamont, Edward Detjen, H. W. Boynton, 
Jared E. Allen, Jacob Schmuckler, Chas. 
W. Sommer, W. H. Hinrich, Zach A. 
Oppenheimer, Melville Untermeyer, and 
T. Edgar Willson. 





An Associated Press dispatch from Cot- 
tage Grove, Ore., stated that Frank Men- 
denhall, a jeweler of that town, had can- 
celled all debts owed him by his customers. 
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Officers of Empire State Retail 
Jewelers’ Association Hold 
Mid-Winter Meeting 


NEWBURGH, N. Y., Feb. 6.—Officers of 
the New York State Retail Jewelers’ As- 
sociation held their mid-winter meeting 
at the Hotel Palatine in this city yester- 
day when plans for the 1933 convention 
here May 15, 16 and 17 were discussed. 

The meeting was attended by L. M. 
Campbell, president; Samuel Feldman, 
vice-president; E. Lathrop Sunderlin, 
secretary; Edward M. Barringer, treas- 
urer and Charles T. Evans, past presi- 
dent. ®* 

The convention is to be held in this 
city at the invitation of the Newburgh 
jewelers and following the business ses- 
sion of the state officers a number of the 
jewelers participated in further discus- 
sion relative to the 1933 convention. Sec- 
retary Baker of the Newburgh Chamber 
of Commerce was also present and in- 
vited the jewelers to meet here in May. 

The state officers contemplate holding 
districts meetings again this year. New- 
burgh jewelers will take over the field 
work in their immediate territory, and in 
order to make possible efficient organiza- 
tion work, formed the Newburgh Retail 
Jewelers Association with the following 
officers: Thomas F. Kavanagh, president; 
A. S. Brundage, vice-president; Louis 
Kades, secretary and treasurer. 

Following the meeting dinner was 
served. 





Supreme Court Refuses to Review 
Decision Sustaining Fink Patent 
on Chromium Plating 


The Supreme Court of the United 
States on Jan. 23 denied a petition for a 
writ of certiorari filed by the Internation- 
al Silver Co., defendant in a suit brought 
against it by United Chromium, Inc., for 
infringement of the U. S. Patent No. 
1581188, granted on April 20, 1926, to 
Colin G. Fink, covering processes of 
chromium plating and the preparation of 
baths therefor. 

The suit was heard in the Federal 
Court for the District of Connecticut in 
June, 1930, before Judge Edwin S. 
Thomas. In October, 1931, a decision was 
rendered sustaining the patent. 

An appeal was taken to the Circuit 
Court of Appeals for the Second Circuit, 
which on July 29, 1932, handed down an 
opinion re-affirming the validity of the 
patent. A petition by the appellants for a 
rehearing was denied in November, 1932. 
This was followed by the petition to the 
Supreme Court, which court denied the 
petition and refused to review the case. 

The patent now sustained was issued 
to Dr. Colin G. Fink, professor of electro- 
chemistry at Columbia University and is 
now held by United Chromium, Inc., of 
New York City. 





The business of Mack M. Burnstine, 
diamond importer, formerly in the Arcade 
building, St. Louis, Mo., has been con- 
solidated with that of the Rosen Mfg. Co., 
203 North 7th St., and will operate as the 
Rosen-Burnstine Diamond Importing Co., 
with Mr. Burnstine as president. 
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The real test of desirability in 
the selection of adequate in- 
surance protection must lie in 
the record of settlement of 
claims of the assured. An envi- 
able record for promptness, 
fairness in adjustment has been 
established by the National 
Jewelers Mutual during the past 
19 years. 








PROTECTION 





COMBINES »»» 
Full legal reserves, a large surplus, provide for the 


SAFETY: olicyholders. For more than 19 years the 
"'N-J-M" has been building—steadily building—this financial strength 
until today soundness compels confidence. Our funds are invested 
in only Government and Municipal bonds. 


SERVICE: A coast to coast organization of hundreds of claim 

representatives strategically located throughout the 
United States is at the constant command of the ''N-J-M" policy- 
holders who may have need for its services. 


SAVINGS: Our policyholders have never failed to receive an- 

nual dividends netting them substantial savings on 
their insurance cost. More than $500,000.00 has been returned 
to policyholders in the form of dividends since 1914. 


A LETTER OR POST CARD WILL BRING YOU COMPLETE INFOR- 
MATION ABOUT OUR INSURANCE. ADDRESS THE NEENAH. 







¥ 
WISCONSIN OFFICE. 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE CO. 


Neenah, Wis. 
State Bank Bldg. 


Milwaukee, Wis. 
954 No. Third St. 


























IN THE HEART OF NEW YORK 


TO STAY AT THE LINCOLN 
- «IS A HAPPY REMEMBRANCE 





An interesting cosmopolitan atmos- 
phere . . Cheerful Rooms . . Pleasant 
Service . . Fine Restaurants . Moder- 
ately Priced . . Around the corner 
are theatres, clubs and glamorous 
Times Square . . 





Conveniently accessible to railroad 
terminals, steamship piers, the busi- 
ness and shopping centers . . 


“A Perfect Hotel for The Visitor’ 


ROOM with PRIVATE BATH, 
RADIO and SERVIDOR 


single double 
$3 per day $4 


per day 
Special weekly and monthly rates. 





























Special suites and sample 
rooms for visiting sales 
representatives. 


HOTEL LINCOLN 


JOHN T. WEST, Manager 


44th to 45th Sts.— 8th Ave.— New York 


"A RELIANCE HOTEL" 








UNDER NEW MANAGEMENT 
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enient 
* Cory Shopping 





Enjoy the luxury of a NEW hotel— 
— - conveniences provided by the 
~ ast word in equipment—yet pay rates 
J lop " ta in keeping oak the denuk ed 
Mi aseiiee Governor Clinton offers maximum com- 
ie fort, quick, courteous service and the 

i, finest accommodations at rates that 
start as low as $3 a day. For two the 
rates are but One Dollar More! 
























HOTEL- 


(ovennor (LINTON 


Cc. W. RAMSEY, JR., MGR. 











1200 ROOMS AND BATHS 
7th Ave. at 31st St., New York City 


j OPP. PENNSYLVANIA STATION 8.&0O. BUSES STOP AT DOOR 
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Golden Roosters Hold Dinner-Dance 
and Elect Officers 


Cuicaco, Feb. 13—The Golden Roosters 
of Chicago, “Fine Feathers of the Jewelry 
Trade,” crowned their achievements of 
14 years with a dinner-dance at the 
Edgewater Beach Hotel on Saturday 
night, Feb. 11. It was the first time in 
their history that they deviated from the 
policy of stag parties, all of which have 
made history in the industry. 

Nearly 200 men and women were pres- 
ent in the north room overlooking the 
famous Marine dining room of this well 
known hotel for dinner and dancing was 
in the Marine dining room. 

During a brief intermission there was 
a business session during which officers 
for the ensuing year were elected. Fran- 
cis V. Healy who has done remarkable 
service during the past two years as 
“Scratcher’ and member of the “Wreck- 
ing Crew” was chosen as Chanticleer. 
Thomas J. Noonan representing Ostby & 
Barton was elected “Scratcher” and 
Thomas J. O’Connell, of the Elgin Na- 
tional Watch Co., was selected as “Keep- 
er of Nest Eggs.” 

Special mention should be made of 
Charles Brown, Thomas McMahon and 
Francis Healy for the success of this 


party. 





Harry Boyajian 


Harry Boyajian, formerly a member 
of the firm of Boyajian Bros., in busi- 
nes in Maiden Lane and in West 47th 
St. until a few years ago, was buried at 
Laurel Hill Cemetery, North Bergen, 
N. J., February 15. 

Mr. Boyajian died accidentally as a re- 
sult of asphyxiation at St. Petersburg, 
Fla., February 11, while on a_ business 
trip in that state representing Leo Elwyn 
& Co., of 23 E. 55th St., Manhattan. He 
was in his 39th year and had been con- 
nected with the jewelry trade for about 
20 years. 

At the time of his death Mr. Boyajian 
resided at 167 West Hudson St., Long 
Beach, Fla. He is survived by his widow, 
Mrs. Victoria Damian Boyajian, and two 
brothers, Charles and John Boyajian, of 
New York. 





N. E. M. J. & S. A. to Hold Banquet 
Feb. 25 at Providence Biltmore Hotel 


ProvipeNcE, R. I., Feb. 25.—The 1933 
banquet of the New England Manufac- 
turing Jewelers’ and Silversmiths’ Associ- 
ation is being held tonight at the Provi- 
dence Biltmore Hotel as THE JEWELERS’ 
CIRCULAR goes to press. 

The speaker of the evening will be H. 
V. Kaltenborn, and he will “edit the 
news” particularly for the jewelers. Mr. 
Kaltenborn is nationally known by his 
lucid and forceful radio talks—he is 
known for his ability in editing the news 
—selecting those events which are influ- 
encing the direction in which we are 
moving. 

A special guest will be “Dr. Alexander 
Andrews, head of the Department of 
Economics at Glasgow University.” “Dr. 
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Andrews,” who is in this country making 


observations of the business situation, has 
a surprise in store for his audience which 
will prove most interesting. 








ENGLISH JEWELERS VS. AMERICAN - 


JEWELERS 
(Released by the Nat’l Jewelers’ 
Publicity Ass’n) 

In marked contrast with the unfortu- 
nate “watchful waiting” policy that is 
evidenced throughout the entire jewelry 
industry of this country is the “go-getter” 
attitude of the jewelers of England—a 
nation that has never been famed for 
its advertising-consciousness. In one of 
the British jewelry trade monthlies with 
122 page issue for February, 97 were 
devoted to trade advertising—Compare 
this with the advertising in our trade 
journals, Are we slipping?—Have we 
lost the spirit that has made these United 
States the greatest nation in the world? 
Are we, as an industry, prepared to admit 
that the English jewelry trade is more 
progressive and can lift itself out of a 
business condition more quickly than we 
apparently are able to do. 

Another English jewelry trade publica- 
tion carried 87 pages of advertising in its 
February issue of 117 pages and in its 
Trade Fair supplement of 56 pages, 42 
pages were trade advertising. 

The British Industries Fair has reser- 
vations from the London jewelry trade 
of some 135 exhibitors, nine per cent of 
the total exhibitors in the London sec- 
tion and 75 exhibitors are scheduled 
from the Birmingham section of the 
trade. 

In the trade paper advertising, manu- 
facturers and wholesalers are encour- 
aging the retailer to buv new merchan- 
dise, the exhibits at the Fair are creating 
consumer interest for their products. 
Faith is evidenced in the present and 
fnture of the jewelry business by their 
efforts—withont waiting for some kind 
act of Providence to solve their prob- 
lems. Well might we follow this ex- 
amnle by showing our faith in the iewelry 
business of this country and hack this 
faith hv assuming resnonsibility for 
maintaining national publicitv as a start 
toward better business for all. 

As was well said by one of our trade 
editors, “If we as an industry are to 
emerge from this recession as a laggard 
f we are to surrender our place in 
the procession of business—if we will 
willfully transfer our preferred position 
as gift purveyors to comneting industries 
—we may let this publicity work die. 
But if we are to emerge as leaders, we 
mnst contribute to.its continnance. No 
industry can thrive without publicity and 
we are no exception in this trade. 








Treasury Department Gives Seven 
Contracts to E. Howard Clock Co. 


Seven awards for installing a complete 
time clock system in seven Federal build- 
ings scattered over the country were 
given the E. Howard Clock Co., of Boston 
and Waltham, it has been announced by 
the Treasury Department. The systems 
must be installed and ready for operation 
coincident with the completion of the 
buildings, the award stated. The seven 
contracts totaled $16,370. 

The largest single unit will be installed 
in the new Boston Post Office and Federal 
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Court House. Next in importance is the 
new Federal Office building in Seattle, 
Wash. Other installations will be made 
in the Parcel Post Building, New York 
City; Oklahoma City Post Office; Salt 
Lake City Post Office; Kansas City Post 
Office and Lafayette, Ind., Post Office. 





New York Jewelers’ Benevolent 
Association Names Officers 
At a meeting of members of the New 
York Jewelers’ Benevolent Association 


held on Feb. 7 at Proctor’s Lodge Rooms, 
148 E. 58th St., officers of the association 





were elected as follows: President, 
Sydney Berman, president 
Sydney Berman; first vice president, 


Harry Ratner; second vice president, 
Bernard Rosenfeld; treasurer, David Mas- 
sover; financial secretary, Harry Lewis; 
recording secretary, Arthur Bergman; 
sergeant-at-arms, Herman Barnett; hon- 
orary president, Adolph Pusrin; first 
trustee, Max Cutler; second trustee, Bar- 
net Deskin; third trustee, Max Wolf; 
chairman by-laws committee, Louis Fried- 
lander; chairman entertainment commit- 
tee, Jack Goldstein; chairman member- 
ship committee, Harry Wittman. 

The officers were installed at a regular 
meeting on Feb. 21. A smoker and card 
party followed the installation. 

The association will hold an inaugural 
ball including entertainment on Tuesday 
evening, March 7, in the grand ball room 
of the Hotel Edison, 47th St. West of 
Broadway. At that time the members 
will pay honor to Harris Corman in the 
form of a testimonial. Mr. Corman has 
served the association as president, first 
vice president, treasurer and trustee. 
Honorary life memberships will also be 
presented to the following men who have 
been in the association for over 40 years: 
I. Boorer, R. Lewis, B. Rainess, J. Monas, 
L. Auguss and P. Hersh. 


L. A. Blackinton 


L. A. Blackinton, for years a well 
known member of the jewelry trade who 
was associated with W. & S. Blackinton 
Co. and the G. H. French Co., North 
Attleboro, Mass., as a traveling repre- 
sentative, died early in February at 
Miami Beach, Fla., where the funeral was 
held and the body cremated. He was 2 
charter member of the Jewelers’ Fraternal 
Association. 

Deceased is survived by his widow who 
was with him at the time of his death. 














ALBERT 
RAMSAY 
& CO., Inc. 














We are the Largest Im- 
porters of Rough Star 
Rubies, Star Sapphires, 
Rubies, Sapphires and 
Emeralds. 


Always a Fine Selec- 
tion in Stock 


ALBERT RAMSAY 


40 Years Cutting Gems 


Author of the book entitled 
"In Search of the Precious 
Stone." A letter will bring 
you one. 


CHIVOR 
EMERALD MINES 


Colombia, South America, 
Where all the finest 
Emeralds are Mined. 


We are the sole Cutting 
and Selling Agents for this 
Mine. 


Just what you want in 


Rough and Cut. 














Albert 
Ramsay & Co., Inc. 


2W. 47th St. 
New York 





Proposed Auction Ordinance 


WoonsocKET, R. I., Feb. 20—Stiff regu- 
lations governing auctions, designed to 
prevent repeated auctions in retail stores 
in the business section of this city, were 
received by the Board of Aldermen the 
other night and referred to the City 
Solicitor for consideration. These regu- 
lations, contained in a new ordinance ap- 
proved by the ordinance committee, are 
being urged by the Woonsocket Chamber 
of Commerce. Under the proposed ordi- 
nance auctions would have to be held be- 
tween the hours of 9 o’clock in the morn- 
ing and 6 o’clock in the evening, except 
that the closing hour would be 9 o’clock in 
the evening on Saturdays. 

No auction could be held unless the 
person or firm has been in business ir 
the same location for at least one year, 
and no auction could last more than 10 
days. The terms of the ordinance would 
not apply to real estate, livestock, farm- 
ing implements and all stock in wholesale 
lots. Any auctioneer found guilty of 
violating the ordinance could be fined not 
to exceed $20 and disqualified for one 
year. 


Cincinnati Wholesale Jewelers and 
Manufacturers Association 
Elects Officers 


CINCINNATI, Feb. 3— William H. 
Schwarz, proprietor of the Cincinnati 
Gold & Silver Refining Co., has heen in- 
stalled as president of the Cincinnati 
Wholesale Jewelers & Manufacturers As- 
sociation. He succeeded Harold R. Haerr 
of the Gruen Watch Co. The other of- 
ficers of the organization for the year in- 
clude; Herbert Schwab, vice-president; 
J. Charles Becker, secretary; Earl D. 
Bose, treasurer, and Carl F. Junker of 
the: Chamber of Commerce; recording sec- 
retary. Trustees are; Haerr. William W. 
Oskamp, Harry Greenwold and Gordon 
B. Miller. 

The policy of the new president will 
be that of continuing committees of both 
groups—jobbers and manufacturers—to 
work out problems affecting each division. 
This policy has been found to be very ef- 
fective and has resulted in greater 
harmony in the jewelry trade. 





New Sales and Advertising Manager 
and New York Office Head for 


Gilbert Clock Co. 

WiwnstepD, Conn., Feb. 2.—The William 
L. Gilbert Clock Co. has announced that 
J. J. McClellan, of New Rochelle, N. Y., 
for several years manager of the sales 
department of the Gillette Safety Razor 
Co. and for the past year in a similar 
position in the Segal Lock & Hardware 
Co., has been appointed sales manager 
and also in charge of advertising for the 
clock concern. G. Raymond Holmes, who 
for a number of years has been in the 
sales department of the clock company, 
has been advanced to assistant sales man- 
ager in charge of the department here. 
F. A. Grant has been appointed New 
York manager of the company. He was 
with the Gillette Razor Co. over 23 years, 
being in charge of the New York office. 
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Mr. McClellan will succeed Harold 
Sisson at the local plant, Mr. Sisson, a 
popular Winsted resident, having recent- 
ly resigned to take an executive position 
with a New York sales organization. 


Mack A. Hurlbut 


Fort Dopnce, IA., Feb. 6.—Dr. Mack A, 
Hurlbut, one of the most prominent op- 
tometrists and jewelers of Iowa, passed 
away at the Luthern Hospital, Feb. 4, of 
pneumonia after a short illness. His death 
caused a shock in business circles of Fort 
Dodge. 

Mr. Hurlbut was a native of this city 
and was born Feb. 9, 1870, being the son 
of pioneer settlers of the community, 
Early in life he started in the jewelry 
business, built up a fine trade and became 
very active in association work of the 
country. He was president of the Ameri- 
can National Retail Jewelers Association 
from 1907 to 1908, and had also served 
the Iowa Retail Jewelers Association as 
president and has held many other offices, 
For a number of years he was a member 
of the State Board of Optometry and of 
various societies in the optical trade. 

Mr. Hurlbut gave up the jewelry busi- 
ness about six years ago and opened an 
office as an optometrist to which profes- 
sion he had given much study. He was 
considered one of the most public-spirited 
citizens of Fort Dodge, was a member 
of the Chamber of Commerce since its 
organization and of the local Rotary Club 
and was affliated with the Masons, Elks 
and other fraternal organizations. 

Mr. Hurlbut’s wife died last March 
and he is survived by a daughter, Mrs. 
David Hill, whose husband was associ- 
ated with him in the business here. He 
also leaves a sister, Mrs. W. E. Clagg 
of Sheldon. 

The funeral services were held today 
at St. Mark’s Episcopal Church and the 
internment was at Oakland Cemetery. 


Utopian Club Exhibit 


PRovIDENCE, R. I., Feb. 15—The Utopian 
Club is holding an exhibition of Indus- 
trial Arts in the Rhode Island School of 
Design galleries from Feb. 15 to Feb. 28, 
inclusive, under the auspices of the Com- 
munity Art Project. The exhibits will be 
shown in a very attractive manner and 
under the best advantages. 

This project will culminate in a design 
clinic, which will be held in the Rhode 
Island School of Design galleries on Sun- 
day, Feb. 26, at 3.00 p.m. In this clinic 
there will be set up for exhibition, selec- 
tion and discussion three groups of de- 
signs covering jewelry, silverware and 
textiles. They will be examined from the 
point of view of attractiveness, manufac- 
turing possibilities and consumer demand. 
Five minute speakers discuss the best 
design from each group. 

Officials of the Utopian Club are Percy 
B. Ball, the president; a designer for the 
Watson Co., of Attleboro; Bernard A. 
Roper, secretary; Fred Whitaker, treas- 
urer, and Mr. Gordon Harris, chairman 
of the exhibition committee. It is hoped 
to make the exhibit an annual event. 
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Fifty Years in Business 


PRINCETON, IND., Feb. 7—Herman Voll- 
mer, Sr., local jeweler, was receiving con- 
gratulations Tuesday from his many 
triends, the occasion being his 50th anni- 
versary in business in Princeton. With 
the exception of two years, when he was 
located on the east side of the public 
square, Mr. Vollmer has been in business 
in his present location. 

Mr. Vollmer, coming to the United 
states from Newcastle on Tyne, England, 
on the border of Scotland, went direct to 
Evansville, where he remained for a few 
days and then came to Princeton. He 
worked for the U. M. Caudell on the 
southwest corner of the square for some 
time and then began his business career 
Feb. 7, 1883. 


Kinsman Reelected President of 
Towle Mfg. Co. 


NEWBURYPORT, Mass., Feb. 15-—William 
A. Kinsman was reelected president of the 
Towle Mfg. Co. at a meeting of the di- 
rectorate following the annual meeting of 
the stockholders at the company’s offices 
in this city today. Other officers are: Vice- 
presidents, Harold E. Nock, Claudius G. 
Pendill, Arthur L. Fuller; secretary and 
treasurer, Jerome A. Hardy. 

The directors and officers elected were 
as follows: Henry B. Trask, chairman; 
John H. Balch, Jr., Harry F. Cole, Ernest 
Foss, Arthur L. Hobson, William A. Kins- 
man, Harold E. Nock, George W. Richard- 
son, George A. Learned, Henry M. Wil- 
liams. 


J. P. Harper 


James Philip Harper of 136 E. 64th St., 
New York, a leading wholesale diamord 
merchant in the Maiden Lane district for 
more than a quarter of a century, died 
on Monday night, Jan. 30, in the Doctors 
Hospital after a brief illness. Surviving 
are his widow, the former Miss Florence 
E. Hyde, and a brother, Lathrop C. Har- 
per of 1 Gramercy Park. A third brother, 
Francis P. Harper, long a partner of 
Lathrop C. Harper in the book business, 
died last November. 

A member of a family that has lived 
in this city for 200 years, Mr. Harper and 
his brother owned jointly the old resi- 
dence at 28 Cliff St., which had been in 
the possession of the family since the 18th 
century. Starting in the diamond trade 
with Alfred H. Smith & Co., Mr. Harper 
became a salesman and covered the trade 
in Philadelphia, Baltimore and Washing- 
ton, D. C., and also in New York. He 
branched out for himself in 1897 with 
offices «at 37 Maiden Lane. 

He gained recognition as an expert on 
diamonds and other precious stones, his 
opinion being regarded as authoritative. 
It had long been his custom to pay an 
annual visit to Amsterdam. He was a 
member of the New York Club and of 
the Maiden Lane Historical Society and 
was highly respected for his many sterl- 
ing qualities. 
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HAYWARD’S NEW “EASY-FIT” 
Antique Adjustable Bracelet 


Seldom have we offered a new item that has met 
with such enthusiastic response. “Easy-Fit” Brace- 
letsare good looking, mechanically ingenious, and are 
an assured success. They are made in two widths, 
either antique design or engine turned, from double 
rolled gold plate stock, or sterling silver—quality 
materials that measure up to jewelry standards. 
Sterling retail from $3 to $4.50—Gold Filled, $3.50 
to $5. Send for an assortment ef 2 dozen numbers, 
naming your Wholesaler. 


(Prices subject to Key. dise.) 


WALTER E. HAYWARD 


COMPANY 
ATTLEBORO, MASS. 


oO 








‘*Easy-Fit’’ slips 
easily ever the 
wrist, and adjusts 
te three sizes. 









Beautiful gold 
paper boxes are 
supplied for $3 
per doz. extra. 
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BYARD F. BROGAN 


Manufacturer of 


DIAMOND MOUNTINGS 


AND WEDDING RINGS 
805 Sansom St. Philadelphia 








FITRITE 
Resilient Swiss Mainsprings 
Finished Ends 


Are Now $1.25 per Dozen 


AND EVERY SPRING 
IS GUARANTEED 





Complete Stock on Hand Including 
Gruen, Glycine, Bulova, Etc. 


Send for Chart Showing Dennison 
and Metric Sizes 


JOS. B. BECHTEL & CO., INC. 
729 Sansom St. Philadelphia 








Whottsale Distributor of American Watches 
Fo The Ligitimate Retait Frade Only 


ELGIN-HAMILTON 
WALTHAM -ILLINOIS 


WATCH ATTACHMENTS~ 
SYNCHRONOUS ELECTRIC CLOCKS 
1015 CHESTNUT STREET 

















CLASS RINGS 
PINS 


WM. C. MARTIN 


MANUFACTURER 


908 CHESTNUT ST. 
Philadelphia, Pa. 











NATIONAL 
WATCH REPAIRING CO. 
Efficient and Prompt Service to the 
trade throughout the U. S. 

Send for’ Price List 
727 Sansom St. ‘Philadelphia, Pa. 








HYMAN N. CAPLAN 


ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








Williams &Waples 


Authorized Distributors 


Genuine Watch Material 


American — Swiss — English 
Tools — Lathes — Chucks 
Make Us Your Service Station 


727 SANSOM ST. PHILADELPHIA 











FOR YOU 


Just Leather Watch Siraps 
Made Of AMERICAN Leathers 
By AMERICAN Labor 
For AMERICAN Buyers 

Means this to Mr. Retailer 
Better Straps 
Satisfied Customers 
Better Profits 

18 assortments $1.00— $9.00 per 


dozen 
APEX LEATHER GOODS & 
NOVELTY CO. 
72 N. Fourth Street, Philadelphia, Pa. 








PHILADELPHIA 


Fred W. Schroepfer, watchmaker for 
the past five years with J. E. Caldwell & 
Co., has opened a store in Palmyra, N. J. 


Wharton Drumheller and Gus Heller 
have leased a store at 2 N. 11th St. for a 
jewelry and watch repairing business. 


Louis Sickles, wholesalers of American 
watches, 1011 Chestnut St., announced the 
opening of a branch office in Youngs- 
town, O. 


W. Merritt Hurlburt, of H. O. Hurlburt 
& Sons 817 Chestnut St., has fully re- 
covered from his recent operation for 
appendicitis. 


The firm of Williams & Waples, 727 
Sansom St., was recently elected to mem- 
bership in the Association of Wholesale 
Jewelers of Philadelphia. 


Mrs. Tillie W. Diehl, for the past 12 
years in the bookkeeping department of 
Jos. B. Bechtel & Co., 727 Sansom St., 
relinquished her duties on Feb. 1. 


Walter Muffitt, watchmaker in the em- 
ploy of The John Wanamaker Store, re- 
cently entered a local hospital where he 
will be obliged to undergo an operation. 


The traveling force of Byard F. Brogan, 
805 Sansom St., left Feb. 20 to cover their 
respective territories, with a complete line 
of attractive new designs in ring mount- 
ings. 


Louis Sickles, 1011 Chestnut St., has 
been appointed a distributor of the new 
Emerson radio set. Moses L. Sickles is 
daily demonstrating the merits of this 
popular instrument. 


The Watchmakers’ Association of 
Philadelphia is waging a fight against 
what the members term “the cheap watch 
repairing racket” and has issued a warn- 
ing to the public. 


William F. Englehart, Jr., for the past 
10 years located on the northwest corner 
of 13th & Sansom Sts, has moved into new 
quarters in Suite 515, in the Real Estate 
Trust building. 


Members of the sales force of Wm. C. 
Martin, 908 Chestnut St., are now covering 
their respective territories, showing a new 
and smartly different line of class rings, 
college and fraternity jewelry. 


During the recent snow storm B. F. 
Brogan, Sansom St., with Mrs. Brogan, 
had a narrow escape from being seriously 
hurt when their automobile skidded and 
turned completely over. Although the 
automobile was badly battered the Bro- 
gans escaped with minor bruises and 
scratches. 


Harry Kauffman, a New York jeweler 
who was killed in an automobile accident, 
was buried in this city Feb. 5. He was 
28, and the son of William Kauffman, 
1521 N. Broad St. The accident oc- 
curred near Cheraw, S. C. His wife, who 
was driving with him to Miami, escaped 
with slight injuries. 

L. P. White has retired and his whole- 
sale jewelry business formerly located at 
811 Sansom St., discontinued. Mr. White 
is one of the best known men in thd jewelry 
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trade, having been active for many years 
in the affairs of the National Wholesale 
Jewelers Association and the Philadelphia 
Jewelers’ Club. 


At a meeting of the Association of 
Wholesale Jewelers of Philadelphia, held 
on Feb. 15, consideration was given to a 
number of matters of local interest includ- 
ing the School Essay Contest which was 
carried on recently in order to create’a 
greater demand for jewelry; the advis- 
ability of having a uniform holiday sched. 
ule, and the interpretation of the National 
Sales Tax. Announcement was made that 
since the last meeting four new members 
have been secured. 


It has been learned that local wholesale 
jewelers have forwarded to retailers new 
terms of payment for purchases. These 
terms are being adopted by the whole- 
salers as individuals. The new terms be- 
come effective March 1 and call for cash 
settlements on the 10th of January, March, 
May, July, September and November fol- 
lowing the date of purchase to obtain the 
cash discount; otherwise due and payable 
net 30 days after the above dates. Interest 
will be charged at the rate of six per cent 
per annum after the due date. All net 
purchases are due and payable on the 10th 
of the month following the date of pur- 
chase. Discount is a premium for prompt 
payment. No discount will be allowed 
after the above settlement dates. Present 
banking conditions and the shortening of 
terms. by manufacturers to wholesalers 
have necessitated the adoption of the 
terms. 





W. A. Streeter Made President of 
Bailey, Banks & Biddle Co. 


PHILADELPHIA, Pa., Feb. 13 — Friends 
throughout the country were delighted to 
hear of the election of Wilson A. Streeter 
as president of Bailey, Banks & Biddle 
Co. of this city as Mr. Streeter had been 
formerly with that concern for about 28 
years, and is widely known in this section. 
Mr. Streeter started with the Bailey, 
Banks & Biddle Co. in 1891 as an entry 
clerk in the diamond department and 
gradually rose, becoming European buyer 
in 1902; general manager in 1912; vice- 
president in 1913 and vice-president and 
treasurer in 1918. He resigned in March 
1919 to become vice-president of E. H. 
Hufnagel, Inc., of Mount Vernon, becom- 
ing president in 1928 and later conducting 
that business under his own name. 

Mr. Streeter is widely known to the in- 
dustry as the Chairman of the Legislative 
Committee of the American National Re- 
tail Jewelers Association and vice-chair- 
man of the Special Tax Committee of 
the Jewelry Industry but his association 
activities have been many, having been a 
member of the War Service Committee, 
Administrator of Gold and Silver in the 
Philadelphia District during the war, vice- 
chairman of the Jewelers War Excise 
Tax Committee as well as a member of 
the Vigilance Committee, the Good and 
Welfare Committee of the National Jewel- 
ers Board of Trade, and of a number of 
other bodies and special committees in 
the industry on which his work has 
been of an outstanding character. 
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National Association of Credit 
Jewelers Hold Second Regional 
Meeting 


CHICAGO, Feb. 9—While snow and cold 
weather prevented many who had signi- 
fied their intention of attending the 
second regional meeting of the National 
Association of Credit Jewelers held at 
the Palmer House in Chicago yesterday, 
the attendance of members and manufac- 
turers’ representatives was sufficient to 
make it a very successful gathering. 

The business sessions were opened by 
William Gibson, of Cole & Young, re- 
gional vice-president. Mr. Gibson made 
a strong plea for more style in jewelry 
and advocated the creation of a jewelry 
style committee to cooperate with dress 
and clothing stylists in the creation of 
jewelry styles. 

In his plea for further cooperation be- 
tween members of the jewelry industry 
Charles F. Baumrucker, president of the 
National Association of Credit Jewelers, 
advocated the creation of a National 
Jewelers’ Committee to consist of the 
president and secretary of each group 
or association in the industry. He would 
have this committee meet at regular in- 
tervals for the consideration of problems 
confronting the individual groups and 
those affecting the industry as a whole. 

J. Frank Newman, executive secretary 
of the National Association, discussed 
plans which the association has for ob- 
taining certain changes in the Federal 
Excise Tax, particularly one that will 
take the retail jeweler out of the “pro- 
ducer” class and make it unnecessary for 
the retailer to make returns and pay taxes 
direct to the Government, stating that 
the great majority of retailers prefer that 
the tax be assessed against the manufac- 
turer and be included in his invoice. It 
is not the intention to relieve the retailer 
of the tax but simply to transfer the pay- 
ing of the tax to the manufacturer. Mr. 
Newman also referred to and discussed 
the various sales taxes proposed by 
several states. 

Howard Schaeffer, vice-president in 
charge of sales, and Thomas O’Connell, 
special representative, of the Elgin Na- 
tional Watch Co., told of the 1933 policies 
of this company and also discussed the 
new line of Elgin watches which will be 
offered under this policy. 

J. G. Orr discussed the merchandising 
and selling of protected an? ~ aranteed 
merchandise, pointing out ihe benefits 
from such a policy; Harry A. Reeve, of 
the Agfa Ansco Corporation spoke of 
the advantages and profit to be derived 
from the sale of cameras; L. A. Mc- 
Cowan, of Oneida Community, Ltd., called 
particular attention to the new ensembles 
of silver, china and crystal tablewares 
prodiiced and offered by this company; 
George Schroeder, of the Manning-Bow- 
man Co., told how a share of the cus- 
tomer’s dollar may be obtained by the 
featuring of electrical home merchandise. 
Other talks were made by Samuel Perl- 
man, of Louis Stern, Inc. and William 
Thorson, of Buss-Linthicum-Thorson. 
In the evening the Chicago Associa- 
tion of Credit Jewelers assumed the role 
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of host to the visitors and a very pleasant 
and profitable meeting resulted. Among 
the speakers in the evening were J. L 
Freund, St. Louis, first vice-president of 
the national organization and L. J. Ryer, 
a director of the national association. 





Two Suspects Arrested and Convicted 
Watch Smugglers Sent to Prison 


In the government’s fight against smug- 
gling of Swiss watches into the United 
States, two more arrests have been made 
in the past month. Those arrested were 
Max Epstein, a jeweler at 42 West 42nd 
St., and Joseph Feinstein, a jeweler at 83 
Canal St., New York. United States mar- 
shals were searching for a third jeweler 
for whom a secret warrant has been ob- 
tained. ‘These three, the government al- 
leges, received watches hidden in bales 
of rabbit skins and the government lost 
$76,696 in duty. Epstein and Feinstein 
pleaded guilty to smuggling in April, 1930, 
and were sentenced to a year and a dav 
in Atlanta. 

Paul Rabkin, leader of a group of smug- 
glers, who already has served a three- 
year term in a Federal penitentiary, was 
sentenced Jan. 26 by Federal Judge John 
C. Knox to four additional years with a 
$10,000 fine for his part in what George 
Z. Medalie, United States Attorney, 
termed “one of the most flagrant attempts 
to defeat the customs in years.” 

Murray Dubofsky, seized by agents last 
August when he claimed a consignment 
of 3000 watch movements valued at $39,- 
000 which were smuggled in from Switzer- 
land under the guise of stationery, also 
was sentenced to 13 months and a pro- 
bationary period of five years after his 
release. The third of the trio convicted 
by a jury, August Rabkin, son of the 
leader, who traveled through Europe 
ostensibly on his honeymoon, but actually 
to order watch movements, was said by 
his lawyer to be ill, and sentence was de- 
ferred. 

J. P. V. Heinmuller, chairman of the 
anti-smuggling committee of the Ameri- 
can Watch Importers’ Association, said 
that an effective war is being waged 
against the watch smuggling evil but did 
not care to discuss the situation in detail 
just at this time. 

By smuggling into this country of watch 
movements in rabbit skins, chocolate boxes 
and otherwise the law breakers have in 
the past been able to sell their smuggled 
goods far below market prices. The 
Rabkin group is said to have been re- 
sponsible for bringing in at least 5000 
watch movements according to Kenneth 
F. Simpson, former assistant government 
attorney, who appeared against the de- 
fendants. 





Does Any Jeweler Recall Engraving 
This Buckle? 


The jewelers of the country have been 
appealed to by the authorities of Clare- 
more, Okla., to aid in the solution of an 
old murder case by establishing the iden- 
tity of the victim. In October last a 
skeleton was found near Claremont, Okla., 
of a man who had evidently been killed 
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but there were no marks of identification 
upon the corpse except a one-inch belt 
buckle of gold plate that had been made 
by C. A. Marsh & Co. of Attleboro, Mass. 
On the buckle was an oval white gold 
signet in the center of which were en- 
graved the initials “J. B.” 

By appealing to the jewelers, it is hoped 
information may be obtained from the 
man who sold this buckle and engraved 
the initials for the buyer and who may 
be able to give the police some informa- 
tion that will lead them to the identity 
of the man who wore it. 

The victim was about 6 feet tall, about 
35 to 40 years old, with red sandy hair 
flecked with gray and had perfect teeth. 

Any retail jeweler who may possibly 
recall the sale of this buckle or throw any 
light on the identity of the wearer is 
urged to write at once to Paul Thompson, 
217 S. Choctaw Ave., Claremont, Okla. 





Manufacturing Jewelers Board of 
Trade Elects Directors 


PROVIDENCE, R. I., Feb. 10—At the an- 
nual meeting of the members of the Manu- 
facturing Jewelers Board of Trade held 
a few days ago at the Turks Head Club, 
this city, the following directors were 
elected to serve for a period of three 
years: 

Providence—Alfred K. Potter, of the 
Gorham Mfg. Co.; Ellis W. MacAllister, 
of the Irons & Russell Co.; Frederick A. 
Ballou, Jr., of the B. A. Ballou Co., Inc.; 
Archibald Silverman, of Silverman Bros., 
and Royal J. Gregg, of the Ostby & Bar- 
ton Co. 

Attleboro—Gustave W. Strandberg, of 
Sykes & Strandberg. 

North Attleboro—Donald LeStage, of 
the LeStage Manufacturing Co. 

Taunton—R. G. Scott, of the Reed & 
Barton Corporation. 

The most important business of the 
meeting, aside from the election of direc- 
tors, was the presentation of the report 
of the secretary, Horace M. Peck. 





“Confidence is perhaps the outstanding 
necessity for success in the jewelry busi- 
ness and the ability to inspire it is the 
attribute necessary to any one engaging 
in the industry,” remarked James D. Leys 
of Leys, Christie & Co., New York. “This,” 
said he, “was never more thoroughly 
demonstrated to my mind than during 
the recent months when I have received 
numerous requests from many of the firm’s 
old customers asking us to engage in the 
cultured pearl business. They have based 
their suggestion on the confidence in the 
quality of the artificial pearls which we 
supplied for so many years, and which 
saved them such annoyance that they 
wanted to be in the same position now 
in handling cultured pearls; so they have 
asked us to take up these new lines under 
the same method of merchandising. To 
this we have agreed but the implied com- 
pliment has necessarily been a source of 
great gratification, and it will be our en- 
deavor to see that our customers can 
place the same dependence on the quali- 
ties of the cultured pearls we now handle 
that they did in the past on the artificial 
pearl which we have carried for so many 
years.” 





















WHERE TO BUY 














“BEST BY TEST” 

ALLOYS — GOLD SOLDERS 
PLATINUM SOLDERS 
Refining of Precious Metals 
CLINTON REFINING CO., INC. 
NEWARK, N. J. 

91-93 E. Kinney St. Tel. Market 2-5176 








A BETTER LIQUID SILVER POLISH 


Give your customers the best 
Non-poisonous: Non-Inflammable, contains no 
abrasives. Free sales aids. Samples on request. 

Sold thru Jewelers only. 
BUR-MER, Ine. 448 Cutler Bldg. 
Rochester, N. Y. 














Mi most ror Your moneY 
IN 
STERLING SILVER FLATWARE 


Bi anv HOLLOWWARE & 
CATALOG GLADLY SENT 
a 


ANCHES FER 





SILVER COMPANY 
* PROVIDENCE RHODE ISLAND 
BENNETT 


FOR 


EARWIRES 


Largest Selection 
in the Trade 


T. S. BENNETT FINDINGS CO., INC. 
161 Dorrance St. Providence, R. I. 


WHERE TO BUY 


Watcu ATTACHMENTS 











ete & NILE 








ASK YOUR WHOLESALER FOR 
KESTENMADE 
WATCH STRAPS 


All styles and materials 


KESTENMAN BROS. MFG. CO. 


Providence, R. I. 








TongueTyed’ 





BRACELET PATENTED 


C.A. & CO. 
INC. 
ATTLEBORO, MASS. 





























Albert Leuba, retailer, has removed 
from 8 Washington St., Arctic, R. I., to 
the Blanchette building, 1217 Main St. 


Adelbert E. Place, of the O. E. Place 
Co., has been elected Illustrious Potentate 
of Palestine Temple of the Ancient Arabic 
Order Nobles of the Mystic Shrine. 


James P. Studley, for 42 years an em- 
ployee of the Gorham Mfg. Co. in its 
sterling silver hollowware department, 
was retired on the pension list Jan. 20. 


Edmund C. Mayo, president of the Gor- 
ham Mfg. Co., has been elected a direc- 
tor and president of the United States 
Bobbin & Shuttle Co., of Providence. 


Jacob Krasner, 188 Jewett St., has filed 
information with the city clerk’s office 
that he is owner of the J. K. Jewelry 
Co., 107 Friendship St. 


Ernest F. Deuel recently opened a 
jewelry and gift shop of his own in room 
203, Washington Trust building, at West- 
erly, R. I. He is using the trade namz 
“Square Deal Deuel.” 


Joseph M. Tally, who has been located 
at 512 Westminster St. for nearly half 2 
century retailing ecclesiastical goods, has 
removed to a larger and more modern 
store directly across the street, at 505. 


Thomas S. Bennett has fiied informa 
tion that he is the owner of the T. S. 
Bennett & Co., Inc., manufacturers of 
jewelers’ findings at 161 Dorrance St., 
Providence. 


Frederick W. Bopp, manufacturing 
jeweler at 38 Friendship St., this city, 
was married in the City Chapel at New 
York City on Feb. 4 to Miss Annie Mohrn. 
heim, of that city. 


The Universal Chain Co., Inc., of 
Maplewood, N. J., has opened a branch 
office at 61 Peck St., Providence, with a 
full line of products in hand so as to give 
prompt delivery in the handling of New 
England business. Adolf Schraysshuen 
will have charge. 


The Ober Jewelry Mfg. Co., 220 Eddy 
St., this city, has been awarded a con- 
tract by the United States War Depart- 
ment, to supply the army with 64,000 bars 
to decorate soldiers who have won dis- 
tinction in target practice. The price was 
$1,849. 


The Combination Pen & Pencil Corp. 
of Cranston has been incorporated under 
the laws of Rhode Island with an au- 
thorized capital consisting of 100 shares 
of common stock of no par value. The 
incorporators are: R. H. Crossley, 1874 
Broad St.; Edgewood and Willard Bar- 
rows and C. A. Selinder. 

Morris Golin, 210 Early St., Provi- 
dence, and Harry Levin, John Levin and 
Max Levin are the incorporators of the 
J. & H. Jewelry Co. that has been granted 





articles of association under the laws of 
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PROVIDENCE: 


Happenings in the New England Territory 


Rhode Island to manufacture jewelry 
with an authorized capital stock of 199 
shares of common stock of no par valye, 


A charter has been granted the § & 5 
Jewelry & Novelty Co., Inc., Cranston 
under the laws of Rhode Island, with ay 
authorized capital stock of $50,000 cop. 
sisting of 500 shares of common stock of 
$100 each. The incorporators are: Max 
A. Schultz, Martha Schultz, Henry T, 
Schultz and Emma Schultz. 


William Appleton, long well known 
among the most expert jewelry toolmakers 
of Attleboro and foreman of the many. 
facturing jewelry plant of the Horton & 
Angell Co. for many years, died Feb. 11 
in his 84th year after a long period of 
sickness. He was a resident of Attleboro 
for 53 years, coming there from Liverpool, 
England. He is survived by a son, two 
daughters and two sisters. 


The plants of the Sherman Jewelry 
Mfg. Co., on the second floor front, and 
of the Martin Enameling Co., on the third 
floor of the three-story brick building at 
74 Clifford St., were damaged to the ex- 
tent of several hundred dollars by smoke 
and heat during a fire in the lower part 
of the building on Jan. 27. The build- 
ing is owned by Aram Nalbandian, who 
conducts the enameling company. 


Arthur L. Aldred, 65 years of age, 
chairman of the board of directors and 
president of Gladding’s, Inc., and a for- 
mer president of the Providence Chamber 
of Commerce, died Feb. 8 at his home, 140 
Freeman Parkway, after an_ illness of 
several months. He was a director of 
the Gorham Mfg. Co., the Alvin Co. and 
the Providence-Biltmore Hotel Co. He 
also served as secretary of the New Eng- 
land Council and was vice president of 
the Rhode Island division of the Coun- 
cil. He is survived by his widow, a 
brother, three nephews and two nieces. 


The New England Manufacturing 
Jewelers’ and Silversmiths’ Association, 
in conjunction with the Rhode Island 
School of Design, will stage a jewelry 
style show at Memorial Hall, one of the 
school buildings on Benefit St. on the 
evening of March 3. The display is calcu- 
lated to indicate the trend both of cos- 
tume and jewelry styles for the fall of 
1933. In arranging the exhibits, repre- 
sentatives of the association will be as- 
sisted by local costumers and by the cos 
tume design and jewelry departments of 
the school. It is planned to display a 
dozen or more costumes, which will be 
modelled by students at the school, in- 
dicating particularly the new neck line 
and sleeve lengths of the fall fashions. 
Special items of jewelry, showing the 
trend, have been prepared at the school 
under the direction and supervision of 
Sydney Rollings, head of the jewelry de- 
partment. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


B. Harris, a retail jeweler, has moved 
from 14 W. 47th to 25 E. 48th St. 

S. Semenoff, formerly in the platinum 
manufacturing business at 106 Fulton St., 
Manhattan, has opened a retail jewelry 
business at 265 Sutter Ave., Brooklyn. 

Louis J. Gerhardt has engaged in the 
retail jewelry business at 17 Whitney 
Place in the Ampere Section, East Orange, 
N. J. 

Nat. R. Hirschhorn, representing the 
Parker Watch Co., 580 Fifth Ave., is 
now calling on his trade in the Middle 
West and Northwest. 


Geo. Schuler & Co., Inc., manufactur- 
ing jewelers, have announced their re- 
moval to the 19th floor at 515 Madison 
Ave. at 53rd St. 


Athos D. Leveridge, well known in the 
New York gem trade and now in business 
at Paris, arrived in New York recently 
for a long visit on pleasure and business. 


Harry Warshaw, formerly with the 
house of John Wiener, diamond cutter, 
71 Nassau St., has severed his connection 
with that business. 


Ernest Konzlemann, a jeweler, living at 
1348 Myrtle Ave., Brooklyn, was killed by 
an automobile on Feb. 11. The driver 
of the car was blinded by the snow and 
did not see the man crossing the street. 


Henry Miller, of Miller & Veit, import- 
ers and cutters of diamonds, 48 W. 48th 
St. returned recently on the Deutschland 
from a purchasing trip to the diamond 
markets of Amsterdam and Antwerp. 


J. Haber announces the removal of his 
office from 71 Nassau St. to 65 Nassau 
St. Room 55, where he will continue to 
carry a complete line of diamond mounted 
jewelry. 


John Wirth, formerly with Harvey 
Clap & Co., is now representing the J. J. 
White Mfg. Co. and the Louis Stern Co., 
with headquarters in room 1906, 15 
Maiden Lane. 


B. A. Weathers, Jr., formerly secretary- 
sales manager of the Seth Thomas Clock 
Co., is now connected with the Union 
Bag & Paper Co. as assistant to the presi- 
dent, at the office here in New York in 
the Woolworth building. 


Rogers & Abrams, prominent jewelry 
auctioneers, 10 W. 47th St., are conduct- 
ing a successful sale for C. E. Reese, 
Omaha, Neb. The business has been 
established 22 years and Mr. Reese is 
now retiring from business. 


Following a three alarm fire on Main 
St. New Rochelle, N. Y., on the morning 
of Feb. 10, Carson’s jewelry store has 
been moved from 500 Main St. to tempo- 
tary quarters four doors away. The 
Jewelry store escaped the flames and but 
slight water and smoke damage was sus- 
tained. 
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Chas. Feldman, manufacturers’ repre- 
sentative, has opened an enlarged show 
room at 339 Fifth Ave. He represents 
the Crescent Silverware Mfg. Co., in the 
metropolitan district. Samuel Feldman 
will cover the middle and northwestern 
territory for that concern, Murray Zarnes 
will cover the east, and Jack Engel the 
south and Pacific Coast. 


Max Hochberger, a diamond importer 
at 87 Nassau St., was found dead in his 
office on the night of Feb. 6. The body 
was discovered by a charwoman who 
notified the building superintendent. An 
ambulance from the Beekman Street Hos- 
pital responded to a call but the doctor 
said that Mr. Hochberger had been dead 
more than an hour. 


Archibald M. Smith, an expert watch- 
maker who was well known in Ma‘den 
Lane, died Feb. 8 of a sudden heart at- 
tack in the early morning at his home 
8625 Fourth Ave., Brooklyn. He came 
to this country from England 35 years 
ago. He was active in the trade for 
many years with J. Jorgenson, Enhaus 
& Son and more recently with Phelps & 
Perry. 


Alvin A. Brunner, who has been associ- 
ated with the jewelry trade as a jewelry 
auctioneer on the Pacific Coast, has come 
to New York to engage in the same line 
of work. Mr. Brunner’s father was a 
London gem dealer and his son is also 
familiar with the gem and jewelry trade 
in addition to being a lawyer. While on 
the Pacific Coast he reports that he con- 
ducted a number of successful sales. 


The Gramatan Diamond Shop held a 
formal opening at 12 Gramatan Ave., Mt. 
Vernon, .N. Y., recently. The business is 
owned and will be managed by Lee Ros- 
enzviag who has had more than 30 years’ 
experience in the jewelry line. Until re- 
cently Mr. Rosenzviag conducted a store 
in White Plains. He has been in the 
business in Westchester County for 25 
years. 


Timeology Fellowship visits during the 
month of March are as follows: March 
4, The American Museum of Natura’ 
History; March 11, Cooper Union In 
stitute; March 18, New York University. 
University Heights, where Professor 
Daniel W. Hering, author of “The 
Lure of the Clock,” and curator of his 
famous horological collection, will be the 
host; March 25, the College of the Citv 
of New York, Convent Ave. and 139th St 


The estate of Charles S. Crossmin. 
who died on Oct. 21, 1930, was worth 
$317,998 gross and $253,894 net, accord- 
ing to a tax appraisal filed recently. The 
principal beneficiaries are William Bert- 
ram Peck and the New York City Bap- 
tist Mission Society. Mr. Peck receives 

(Turn to page 66) 
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EMBLEMS 


SINNOCK & SHERRILL 
15 Maiden Lane New York 





M. J. STERN & BRO. 


61 Beekman St., New York 


stands for SPECIALISTS in Making JEWELRY 
on ORDER, also REPAIRING in ALL its 
BRANCHES. Estab. 1910. 








UNBREAKABLE CRYSTALS 


Fancy—Round Flat—Round Lentille 
ALL SIZES—ALL SHAPES 


STANDARD 
UNBREAKABLE WATCH CRYSTALS, INC. 
75 Varick St., New York, N. Y. 














HAMILTON ILLINOIS ELGIN WALTHAM 


American Watch Distributors 


207 Commerce Building 15 Maiden Lane 
Rochester, N. Y. New York, N. Y. 


WRITE FOR CATALOGUE 





WATCH 
Neral DIALS AND CLOCK 
ih ! REFINISHED LIKE NEW 
giiig | HIGH GRADE EUROPEAN METHOD 
7 i 5) 24 Hour Service 
Write for Price List 


ROYAL DIAL & REFINISHING CO. 
116 Nassau St., New York, N. Y. 








FITRITE 
Resilient Swiss Mainsprings 
Finished Ends 





COMPLETE STOCK ON HAND 
Including Bulova, Gruen, Ete. 
Now $1.25 per Dozen 
Assortments of 2-3-6-12 Dozen 
in Fine Mahogany Cabinets 
Send for Complete Chart of All Sizes 


CONOVER & QUAYLE, Inc. 
10 Maiden Lane New York 








CHINESE GEMS CO. 


JADE 
Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamp Bases 


20 West 47th St., New York 





















DE FRECE BERNSTEIN, INC. 


48 West 48th St. New York 
BRyant 9-0283 


EVERYTHING IN SWISS WATCHES 
Timers for all sports 





























WHERE TO BUY 














William T. Schneider 


American 
Watches at Wholesale 


2 Maiden Lane, New York 





KRONER, HYMAN & CO., Inc. 
JOBBING STONES 


Engraving, Encrusting 
Lapidary Work 


80 Nassau St. New York City 
LIEB FOR SPECIAL ORDER 
WORK IN STERLING 

“If You Cannot Buy It, We 


Will Make It” 


LIEBS SILVER CO. 
36 W. 47th St. New York 

















CULTURED PEARL 
NECKLACES 


S. NATHAN & CO., INC. 


Importers of Precious Stones 


71 Nassau St. New York 








DIALS 


TF RADIUM and PLAIN FIGURES | 
: OLD Dials Refinished Like New 


& Orders filled same day 


U. S. WATCH DIAL CORP. 
66 Nassau St. New York 








MEYER KOVLISH Co.,Inc 





HIGH GRADE CALIBRE AND 
DIAMOND WEDDING RINGS 
EXCLUSIVELY 





64 FULTON ST..NEW YoRK 








Send us your OLD GOLD, SILVER, 

PLATINUM, GOLD - FILLED 

CASES, OPTICAL SCRAP, ETC. 
Prompt and accurate 


returns Guaranteed 
Generations of Service 
N. L. SHTEINSHLEIFER, 
Smelter & Refiner 
78 Bowery, New York City 








PEARLS 


Cultured Pearl Necklaces 
Artificial Pearl Necklaces 
Pearl Watch Bracelets, Clasps & Earrings 


JACK J. FELSENFELD 





15 MAIDEN LANE NEW YORK 
HAIRSPRINGS 
We are oe equipped 4 take care of 


all your hairspring wor PROPER 
HAIRSPRING — EXACT TIMING. 
AmesicAs & SWISS HAIR- 
SPRINGS VIBRATED 
Reg. 6”’ te 18 s. FLAT By 3 
Pat. Off. 6’’ te 18 s. BREGUET..$ 1.25 
Just a BALANCE tae ." BALANCE BRIDGE 
also STUD and COLL to 

SWISS HAIRSPRING SERVICE, Inc. 
116 Nassau Street, New York City 
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New York Notes 
(From Page 65) 


one-half of the residuary estate. ‘The 
mission society is the remainderman ot 
trust funds totaling $62,500. There were 
a number of other beneficiaries. 

The annual dinner-dance of the Horo- 
logical Society of New York will be held 
Saturday evening, March 4, at New York 
Turn Hall, Lexington Ave. at 85th St. 

The studios of Gustave Pohli and his 
associate, John A. Kmicic, designers of 
jewelry, have been removed to larger 
quarters and are now located at 10 W. 
47th St. 

The theft of about $8,000 worth of 
jewelry was being investigated by the 
police on the complaint of Harry Her- 
man, partner in the jewelry firm of 
Masur & Herman, 105 Canal St. Mr. 
Herman reported that a man telephoned 
him from a hotel saying that he was in- 
terested in seeing expensive jewelry. Mr. 
Herman took his bag to the hotel and 
there three men tied him, hand and foot, 
and escaped with the jewelry. 

William Goudeket, David M. Heitel, 


| Maxime P. Decker and Harry A. Peck 


have announced to the trade that they 
have been appointed sole agents for the 
Paul Vallette Watch Co. in the United 
States. All of these men were for many 
years associated in the business of Henry 
Freund now in liquidation which formerly 
had the agency for these watches. They 
are continuing at the old address, 20 W. 
47th St., under the name of the Paul 
Vallette Watch Co., Inc. of America. 

David Gumbiner, of 2178 Broadway, 
proprietor of a jewelry store in the 
Roosevelt, at Vanderbilt Ave. and 46th 
St., died Jan. 31 following a long illness 
at his home. He was 71 years old. Be- 
fore establishing the store ‘in the Roose- 
velt seven years ago, Mr. Gumbiner op- 
erated another for ten years at 2741 
Broadway. Surviving are his widow, 
Mrs. Tobe Leah Gumbiner, and a daugh- 
ter, Dorothy, of New York; another 
daughter, Mrs. Jenny Gumbiner, of Los 
Angeles, and a son, Dr. Alfred Qumbiner, 
also of Los Angeles. 

Theodore A. Kohn & Son have repro- 
duced two exquisite portions of Chinese 
jewelry of the Ch’ing Dynasty owned by 
the Metropolitan Museum of Art. These 
copies have been made by American skill 
and are shown for the first time against 
the background of Imperial temple bro- 
cades and ceramics from the original 
Ch’ing Court. They are the center of at- 
traction in a display of Oriental and 
Arabian jewels and jewelry. The exhibit 
is being shown from Feb. 22 to March 22 
at the headquarters of the concern, 608 
Fifth Ave. 


The Executive Board of New York City 
Retail Jewelers’ Association met at the 
Hotel Astor on Friday evening, Feb. 3, and 
discussed a number of important trade 
questions. Ways and means were sug- 
gested for combating retailing wholesalers 
and it was proposed to write letters to and 
visit industrial concerns where buying of 
this type is done. A resolution was passed 
advocating unemployment insurance and 
copies were ordered sent to the Governor 
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of the state and others. It was also urged 
that drives to raise money for unemploy- 
ment relief be completed before November, 
A general sales tax and other questions 
were also discussed. 


The great disciples of Izaak Walton in 
the jewelry trade consisting of Jacob 
Mehrlust, president of the Jewelers, 24 
Karat Club, M. D. Rothschild, chaireien 
of the American Jewelers Protective Asso- 
ciation, and Sigmund Cohn, the last pres. 
ident of the National Jewelers’ Board of 
Trade, left Feb. 21 for the Rod and Gun 
Club at Everglades on the West Coast of 
Florida for their annual fishing trip, 


Merger of Jos. H. Meyer Bros. makers 
of Richelieu Pearls and Hellar-Deltah Co,, 
maker of Deltah, La Tausca and Bluebird 
Pearls, has been effected. The style of the 
new organization is Richelieu, Inc. Main 
offices are at 8 W. 30th St. and 389 Fifth 
Ave. Branch offices are in the Heyworth 
building, Chicago; Title Guarantee build- 
ing, Los Angeles; 34 Rue Druout, Paris; 
Idar, Germany; Gablonz, C.S.R. Labora- 
tories are at 220 25th St. Brooklyn. 
Cultured pearl sorting rooms are at 
Gablonz, C.S.R., and Osaka, Japan. The 
personnel of both offices remains intact. 
The board of directors: Meyer Cartoun, 
Ernest S. Hellar, Milton J. Hellar, Max 
C. Mayer. 


Distinct grief was expressed in the 
trade at the death of Mrs. Flora Eichberg 
Mayer, widow of the late Josh W. Mayer 
of Powers & Mayer and mother of Will- 
iam G. and Guy E. Mayer of that con- 
cern. Mrs. Mayer passed away Monday, 
Feb. 13, after a short illness. Mrs. Mayer 
was the daughter of the late Samuel Eich- 
berg, one of the pioneer diamond men of 
the country and was the sister of Benja- 
min Eichberg of Eichberg & Co. She was 
widely known for her interest in charit- 
able work and was prominently connected 
with a number of philanthropies. Funeral 
services were held Feb. 15. Besides her 
two sons and brother above mentioned, 
she is survived by a sister, Mrs. Carl 
Rosenberger. 


The unexpected arrival of Attorney 
Joseph Gellman at his offices in the Plaza 
Theatre Building, 48-03 National Ave., 
Corona, at midnight, probably frustrated 
the robbery of the jewelry store of Zicker- 
man Bros., also located in the building. 
Gellman went to his office on the second 
floor to get a legal paper he wished to 
study at home. The scurrying of feet 
startled him as he walked along a hall- 
way. He called a policeman, who dis- 
covered that the law offices of Assembly- 
man Peter T. Farrell and John T. Clancy, 
also in the building, had been entered 
through a transom. A kit of burglars’ 
tools, including saws and a coil of rope, 
lay on the floor and burglars had appar- 
ently been surprised while preparing to 
cut through the floor of the office to gain 
entrance into the jewelry shop below. 


Burglars drilled a hole in the safe of 
Kaye & Tauss, jewelers, of 705 Lexington 
Ave., and extracted a considerable quan- 
tity of jewelry, including diamond rings, 
watches and silverware. The burglary, 
discovered early Feb. 1, occurred some 
time during the night. Harold Kaye, 4 
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member of the firm, opened the store at 
9,30 a.m. and discovered an inner door 
locked which usually was open. He called 
the police, who entered the rear room of 
the shop and found a set of burglars’ 
tools on the floor. The tools consisted of 
a screw driver, four bits, a drill and 
brace and a large jimmy. The hole was 
drilled in the side of the safe and was 
about 15 inches in diameter. Detectives 
from the East 51st St. station house in- 
vestigated for fingerprints. The firm was 
insured against burglary. 


The annual meeting of the American 
Jewelers Protective Association was held 
on Jan. 25 at which time the following 
officers were re-elected: President, Meyer 
D. Rothschild; 1st vice-president, Rolland 
G. Monroe; 2nd vice-president, Frank 
Jeanne; 3rd vice-president, Lee Reich- 
man; treasurer, Otto D. Wormser, and 
secretary, Arthur Lorsch. The directors 
of the association were also re-elected. 
They are: Witherbee B. Black, Walter J. 
Buffington, Godfrey Eacret, William Hoff- 
man, Frank Jeanne, Walter N. Kahn, Juli- 
us Kaufman, Arthur Lorsch, William E. 
Marcus, Jr., Jacob Mehrlust, Rolland G. 
Monroe, George A. Moore, Julius S. 
Oppenheimer, Julius Raunheim, Lee Reich- 
man, Meyer D. Rothschild, Marcell N. 
Smith, Nathan J. Stern, Emile Tas and 
Otto D. Wormser. 


On Feb. 5, George E. Ball, consult- 
ant in industrial design, 250 Park Ave., 
delivered an illustrated lecture on “Silver 
Since the 16th Century” before the Mu- 
seum of the Rhode Island School of De- 
sign. This was similar to the lecture 
which Mr. Ball had given December 4 
before a distinguished audience at the 
Metropolitan Museum of Art in this city. 
On Feb. 16, Mr. Ball gave an informal 
talk on “Silver of the 18th Century” at 
the residence of Mrs. Ripley Hitchcock of 
New York, illustrating the theme with a 
number of fine examples of French, Eng- 
lish and American specimens. That the 
subject is of deep interest to the public gen- 
erally was shown by the fact that though 
this was an invitation affair about four 
times as many people as could be accom- 
modated wrote expressing their desire to 
attend. 


At the 50th annual meeting of the 
Jewelers Security Alliance held Jan. 27 
at the headquarters, 15 Maiden Lane, the 
following officers were re-elected: Gustav 
H. Niemeyer, president; Frank T. Sloan, 
first vice-president; Leo Wormser, second 
vice-president; Emil W. Kohn, third vice- 
president; Henry C. Barthman, treasurer. 
The executive committee is as follows: 
Henry Abbott, Herbert H. Dillingham, 
Walter Eitelback, Arthur Lorsch, Nathan 
J. Stern, Otto D. Wormser. James H. 
Noyes was re-elected secretary for the 
year 1933, which will be the 36th con- 
secutive year in which he has occupied 
that position. A_ total membership of 
3,461 was reported. Four hundred and 
fifty-three jewelers were robbed in 1932, 
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with total losses of almost $1,500,000. Of | 
this amount members of the Alliance lost | 


only about $350,000. <A total of 81 
criminals were convicted and sentenced 
for attacks upon members during the year, 
11 of which were for crimes committed 
in previous years, and 26 are still await- 
ing trial. 


Everett |. Rogers 


PROVIDENCE, R. I., Feb. 15—Everett I. 
Rogers, for a number of years a member 
of the manufacturing jewelry firm of 
Parks Bros. & Rogers, Inc., at 7 Beverly 
St., of which he was president, died at 
Miami, Fla., on Feb. 3 at the age of 73 
years. He was also founder of the Manu- 
facturers Refining Company of this city. 

Death was due to a shock, similar to 
one he suffered last summer at his sum- 
mer home in Berlin, N. Y. He had been 
in poor health since, but his condition 
did not become aggravated until last 
month. 

He was a director of the Industrial 
Trust Company and had been a member 
of the State Penal Board. Until he went 
to Miami he had been active in the Hope 
Club Squantum Association, the Rhode 
Island Country Club, the Turks Head 
Club and Adelphoi Lodge of Masons. He 
is survived by his widow, two sons, a 
sister, two brothers and six grandchildren. 


Philipp J. Breivogel 


Philipp J. Breivogel, prominently con- 
nected with the watch trade of New York 
for over 40 years, died Feb. 20 at the 
Montclair Community Hospital, Mont- 
clair, N. J., after an illness of two months. 

Mr. Breivogel was born in New York 
60 years ago. He was educated in the 
New York schools. He learned the watch- 
making trade with H. H. Heinrichs and 
started in business for himself over 40 
years ago. He had been alone for about 
35 years. 

For many years he specialized in com- 
plicated watch work for the trade itself 
and of recent years he developed a gen- 
eral jewelry business. 

About 30 years ago he was married to 
Elizabeth Brinkman and she and four 


children survive, Elizabeth, Philipp, Jr., | 


Joseph R. and Catherine M. The busi- 
ness will be carried on by his son, Joseph, 
at 65 Nassau St. without change. 

The funeral was held Feb. 23 at his 
home, 72 Evergreen Ave., Bloomfield, N. J. 
Mr. Breivogel confined his time to his 
business and his family. 





D. C. Percival & Co., importers and 
wholesale jewelers, 373 Washington St., 
Boston, recently announced with regret 
the retirement of the firm’s manager, Ed- 
ward E. Hardy, who after 50 years of 
continuous service with the concern, now 
seeks relief from the cares and responsi- 
bilities of business. To succeed Mr. 
Hardy, the firm announced the appoint- 
ment of Norman H. Hayes, who for many 
years had charge of the diamond depart- 
ment. 
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WHERE TO BUY 











EXCLUSIVELY OURS 


THE 


REVOLV.-IT 
WATCHES 


NORMAN M. MORRIS 
342 FIFTH AVE. NEW YORK 











Expert Diamond Cutting 
and Repairing for the Trade 


For many years manager and foreman of 
the cutting works of L. & M. Kahn & Co. 


DAVID BARZILAY 
64 West 48th St. 


Suite 807 
el. New York City 


Tel., Bryant 9-2038 














This Month’s Special 


Double 
Interchangeable 
Onyx and Diamond 
Initial Ring 
set with 3/100 fine 
white diamond 


Order Now 
Terms: Net 30 Days 
GEORGE BLADEN, INC. 


601 Lafayette Bldg., 
Buffalo, New York 














Helmholtz’s 
Tréatise on 
Physiological 
Optics 


translated from the 
third German edition; 
edited by James P. C. 
Southall, Professor of 
Physics, Columbia 
University. Volumes 
1, 2 and 3, $10.00 each. 





The Optical Journal 
and Review 
239 W. 39th St., New York 
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V E know a man who ought to have 
his head examined. 

He admits he needs a new automobile, 
bur says he’s ashamed to buy it in umes 
like these. 

Apparently he doesn’t know that Pros- 
perity Boulevard és jammed with mil- 
lions of rattletraps driven by muddy 
thinkers like him, costing men jobs and 
holding commodity prices down to ruin- 
ous levels. 

Yet all chis time, bottled up in the 
country is enough delayed buying to break 
the back of the depression and send 
America whistling to work. 

If you really want to see 1933 off 
to a flying start, march down to the 


,Coliseum this week and buy a new 


automobile. 

Select from that gleaming galaxy of 
gala cars the one that best suits your 
needs and dreams and be proud to drive it. 

If your station in life rates a limousine 
or town car, then buy it and hire a 
chauffeur. 


But if you can only manage one of the 
most reasonably priced automobiles, buy 
that, the principle is the same. 

No other investment you can make 
will be farther reaching in its benetis. 

Every car sold means more employ- 
ment in offices, factories, mills, and mines 
—more food consumed, more clothing 
purchased—buying stimulated in every 
branch of industry: 

Every car sold means an upturn in the 
power curve and in freight car loadings. 

Every car sold means an earlier stiffen- 
ing of commodity prices all along the 
line—in steel, copper, glass, lead, lumber, 
rubber, oil, cotton, wool, dyes. 

Go look at those cars. Examine those 
prices. 

Never before in the history of the whole 
industry would your dollar stretch as far. 

Let’s give Old Man Depression one 
more kick in the pants. 


Come on America, let’s buy a car! 






Tee 


What $16,000 buys 


A 668 page v0 cater mse than rmce de sie of 
any other magaz: thas 
somone Toten ees ien Mines tame 
+ The attention of the enure family instead of 

1a single buying factor. 











” 


“Now’s the time to buy a car,” accord- 
ing to this interesting advertisement by 
The American Weekly which appeared in 
Chicago newspapers during the recent 
Automobile Show at the Coliseum. 

Every reason given in this advertise- 
ment for buying a new car is an equally 
good argument for buying a watch, elec- 
tric clock, silverware or jewelty. Jewelry 
stores everywhere should tell the public 
that buying needed articles now will help 
along the New Deal that everybody is 
hoping for this Spring. 

Incidentally, sales at the Chicago auto- 


Worerman Co 
Wemnghous Elecure & Mig Ca 
Wrahe & Sone Co Wen 

Bendy, Ine Young, lnc, W. F 


in The Ameruan Weekly in the We en 


brent Of Pam Bin. Coesen «Warman soses. Barer 719 Bomwe Bes. Loe neue ast Mensovers ts. Sew 
fringe Govsass Mavese Buse; Corso.» s1j8 Mame Buse, Guaresane 5 , por Maamrve Se, Amagte . «+ lovunnatinas Bam, Oe. Lemp 








Fini Published in tribute to THE MOTOR CAR INDUSTRY 





ERICAN 
= DAWEEKLY 


“The National Magazine with Local Influence” 
Mam Offce: 959 Fighth Avenue, New York City 


mobile show went far and away ahead 
of those in 1932 and exceeded the orders 
placed at the show in ’31. Sales of Gen- 
eral Motors cars in January reached the 
highest level since July, 1931. Unexpected 
orders gave an improved outlook to the 
iron and steel industry in the important 
Youngstown district. These are a few 
developments which seem to bear out the 
contention of those who predict that re- 
placements which can no longer be de- 
layed may give an upturn to industry 
in the Spring of °33. 








—_—_— 
Someone saaat 














The Cover Design 


The cover design used on this issue of 
THE JEWELERS’ CIRCULAR which is the 64th 
anniversary number is the work of J. 
Maranzani, a student in jewelry design 
in the class conducted by Christian A. 
Jakobb at Mechanics Institute, 20 W. 44th 
St., and was executed by Mr. Maranzani 
after he had taken only 30 lessons, he 
never having attempted jewelry designing 
prior to that time although he had worked 
as a jeweler at the bench. The design 
was his original conception and he did 
all of the work under the direction of Mr. 
Jakobb. The school at the present time 
has an enrollment of 52 members and the 
class meets every Friday evening from 
7 until 10 p. m. 

Mr. Jakobb brought the work of his 





student to the attention of THE JEWELERS’ 
CircuLaR and pointed out the need of en- 
couraging and holding designers of his 
ability in the jewelry trade rather than 
allowing them to drift into other occupa- 
tions owing to present conditions in the 
jewelry industry. 

Those in the trade who are interested 
in the study of jewelry designing can join 
the class at Mechanics Institute by getting 
in touch with Mr. Jakobb who has an 
office with the Standard Jewelry Co., 37 
W. 47th St., New York. 


George W. Butterworth 
PROVIDENCE, R. I., Feb. 7—George W. 
Butterworth, well known in manufac- 
turing jewelry circles and a prominent 
member of the Masonic fraternity of this 
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city, died Jan. 31 at St. Petersburg, Fla, 
where he was spending the winter, He 
was 62 years old. 

Born in Arctic, R. I., he removed to this 
city when a small boy and attended the 
public schools here. For many years hy 
was superintendent of manufacturing 
jewelry plant of Chapin, Hollister & Co, 
retiring nine years ago when that concern 
liquidated its business. He was a 32nq 
degree Mason. 

He is survived by his widow, one son 
and a sister. 


National Relief Committee for 
Reclaiming Precious Metals 


The National Relief Committee for Re. 
claiming Precious Metals recently organ. 
ized by Advertising Men’s Post No. 209 of 
the American Legion, has started a cam- 
paign to turn into cash the precious metal 
value in obsolete and broken jewelry and to 
turn over the proceeds from the reclaimed 
metals to the Gibson Committee for the re- 
lief of the unemployed in New York City, 
It was explained by Frederick D. Brown, 
a jeweler at 607 Fifth Ave., who is a men- 
ber of the committee, that retail jewelers 
may send in old precious metals collected 
in their trading areas and that the com- 
mittee will have the articles melted down 
and assayed and return the bullion value, 
For this work a charge of 5 per cent will 
be made which will be used to help meet 
operating expenses of the committee. 

The committee has headquarters at 607 
Fifth Ave., and has arranged for the co- 
operation of the Boy Scouts, Y.M.C.A, 
Salvation Army, the Red Cross and other 
recognized welfare organizations and in 
addition, has also obtained the coopera- 
tion of newspapers and magazines in 
bringing the campaign to the attention of 
the public. Any one having old jewelry 
that he is willing to donate for the relief 
of the unemployed can bring or send it in 
to the committee. Any one in straitened 
circumstances who possesses obsolete jew- 
elry he has been unable to dispose of can 
bring it in and upon proper proof of owner- 
ship, convert it into cash. Local or out- 
of-town organizations that wish to handle 
their own relief can have the jewelry as- 
sayed through the committee and have the 
money turned back to them for their own 
welfare funds. Jules B. Martell is chair- 
man of the committee, which is composed 
of ten members and the commander of 
the Post (ex-officio). Precautionary steps 
have been taken against stolen property. 


Sterling Silversmiths’ Guild Elects 
New Officers 


Boston, Feb. 2—Routine business ot- 
cupied the members of the Sterling Silver- 
smiths’ Guild at the annual meeting held 
at the University Club, Back Bay, this city, 
Jan. 31. Craig Munson of the Inter- 
national Silver Co., the retiring president, 
was in the chair. 

The new officers elected are: Edmund 
C. Mayo, of the Gorham Mfg. Co., presi- 
dent; Arthur Ashworth of the Reed & 
Barton Corp., vice-president; V. Henry 
Norton of R. Wallace & Sons Mfg. 
Co., treasurer. Alexander Vincent was re 
elected secretary. 
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CHICAGO: 


Jewelry News Flashes from the Great Central West 


Max R. Green, dealer in semi-precious 
stones, has moved from room 900 to room 
304 in the Heyworth building. 


Ed Borchers, engraver, and Otto Baker, 
chaser, have moved from suite 1515 of the 
Heyworth building to the eighth floor of 
the same building. 

At the annual meeting of the board of 
directors held Feb. 17, the Wahl Company 
elected Carl W. Priessing vice-president 
in charge of sales. Mr. Priessing was 
formerly general sales manager. 


The Chicago office of the Illinois Watch 
Case Co. and Elgin American Mfg. Co. 
has been removed from 1656 of 35 E. 
Wacker Drive to 1680, where more ac- 
commodations and efficient quarters have 
been established. 


Frederick M. Gottlieb, diamond im- 
porter, 35 E. Wacker Drive, left for 
Florida recently and expects to be away 
until after the first of this month. The 
trip was made by automobile and Mr. 
Gottlieb is accompanied by his family. 


Sol. C. Eppenstein, one of the founders 
of the Illinois Watch Case Co. of Elgin 
and only recently retired, spent several 
days in Chicago during February enroute 
from New York to California where he 
expects to remain until June. He was ac- 
companied by Mrs. Eppenstein. 


Louis Epstein, who was associated with 
the I. Schwartz Co., wholesale jewelers, 
for 19 years, has severed his connections 
with the company and has secured manu- 
facturers’ lines with which he will call on 
the retail trade throughout his old terri- 
tory. 


Burglars looted the display window of 
Silvey’s Jewelry store at 12 N. Genesee 
St. N. Chicago, at 12.30 on the morning 
of Feb. 7. Entrance to the display of 
jewelry was gained by cutting the plate 
glass and hurling a cement block through 
the cut. 


L. Metzger, of the S. Jacobs Co., Min- 
neapolis, Minn., spent several days in 
Chicago around the middle of February 
buying merchandise for the new store. 
From 715 Nicolette Ave., where the busi- 
ness has been for several years, it is be- 
ing moved into the 800 block of that 
street to a much larger store room. 


Miss Clara Louise Becken, daughter of 
the late A. C. Becken and Mrs. Grace R. 
Becken, and sister of A. C. Becken, Jr., 
of the A, C Junior, Inc., wholesale jewel- 
ers of Chicago, died at Lomo Linda, Cal., 
on Feb. 15, after a protracted illness. For 
the past several years Mrs. Becken has 
made her home in the West for the bene- 
fit of her daughter’s health. 


The National Association of Credit 
Jewelers is urging all members to prepare 


- Now to attend the seventh annual con- 


vention and jewelry exhibition which will 
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be held at the Hotel Sherman, Sept. 11-15. 
Full information as to railroad fares and 
hotel rates will be sent to the credit 
jewelers of the country during the coming 
month. 


During the rush hour one evening 
recently two robbers entered the office of 
Samuel Lane, diamond broker, on the 
eighth floor of 7 W. Madison St., and 
held up Mr. Lane and his assistant, 
George Carroll, securing over $300 in 
cash and one ring. They made a daring 
escape by running down to the fifth floor 
through a dentist’s office and down the 
fire escape. 


Charles Rudnick, dealer in jewelry and 
watches with offices in the Heyworth 
building, suffered a very serious injury 
early in February. Returning from a 
restaurant nearby his foot slipped forward 
and he fell backward striking the back of 
his head with full force. For several days 
it was not known how serious the result 
would be but there has been sufficient 
improvement to give hope of complete 
recovery. 


Practically complete liquidation of the 
South Bend Watch Co. was announced 
Feb. 19 by Irving B. Eppenstein of Chi- 
cago, under whose direction the work 
was done. This was accomplished with- 
out recourse to receivership or bankruptcy 
action. Raw materials were fabricated, 
unfinished parts completed and all in- 
ventories of goods and machinery sold. 
Creditors realized in cash about 50 per 
cent of their claims, as against expecta- 
tion of 20 per cent. The claims aggre- 
gated $200,000. 


Louis A. Greier, jewelry salesman, suf- 
fered a loss of about $300 in cash and 
jewelry valued at $8,000 in a holdup 
early in February. When the taxicab in 
which he was riding stopped at the corner 
of Dearborn and Division Sts. for the red 
light, two men entered the cab and 
menaced him. A short distance away Mr. 
Greier reported that a small car pushed 
the cab to the curb and he was transferred 
to the car. After robbing him he was put 
out of the car in the 1400 block of Julian 
St. 


Arthur J. Oppenheim and Harry J. 
Lossan, both formerly associated with the 
Block-Weinfeld Co., recently liquidated, 
have associated themselves together to 
operate a wholesale diamond and jewelry 
business. About Feb. 15 they opened 
headquarters in room 900 of the Hey- 
worth building and left immediately for 
Eastern markets to buy stock. They expect 
to be in full operation by March 10. Both 
Mr. Oppenheim and Mr. Lossan are well 
and favorably known in the trade and 
their success in the new venture is pre- 
dicted and expected by their many 
friends. 
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WHERE TO BUY 





ik ; 
CRAFTSMANSHIP IN REPAIRING. 
ARTISANS FOR SPECIAL ORDERS. 
“EXTRA” DIVIDENDS 

ON YOUR OLD COLD. 


WENDELL & COMPANY 
CHICAGO NEW YORK 


Srcomparable 
n- lh ee lipaiagf 








INARY W 


BECKER-HECKMAN CO. 
29 E. Madison St. 


A. C. BECKEN Co. 


Wholesale Jewelers 


P.O. Box 1 
35 E. Wacker Drive, Chicago 


CHICAGO, ILL. 

















The Lol Double Thick Lentille and the 
Aristocrat Flat Top Have Instant Appeal 


ONE DAY SERVICE ON ALL CRYSTAL 
“) FITTINGS 

fm 2’0/ WATCH CRYSTALS 

14 W. Washington St. 


Chicago 















Go After Business Now 


Use advertising in THE JEWELERS’ CIR- 
CULAR to get a hearing before business 
is lost to more aggressive competition. 


UNREDEEMED 


ELGIN and 
WALTHAM 
WATCHES 


Open Face 
7 Jewel, 16 Size 


$3.00 


(With new White 
Fancy Engraved 
Case.) 


Same in 15-Jewel 
$4.00 














Same in 17-Jewel 
$5.00 


Same in 12 size, T-Jewel....ccccee $3.75 
with a beautiful 16-Jewel. ..ccccece 5.00 
Fancy Silver Dial A7-Jewel..cccccoce 6.00 


25% with order, balance C. O. D. 


We also carry a good line of Rail- 
road Watches, comparatively low- 
priced as above. 


Quality and Service Always 


If you have not received our new 1933 
Circular write for it— 


LEW & ROSENBERG 


5 South Wabash Avenue, Chicago 
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Where to Buy 
IMPORTED 
China and Glass 


& 
Famous the World Over 


Available from New York Stocks 


ROSENTHAL CHINA CORP., 149 5th Ave., New York 

















CHINA 








BACCARAT crssswaxe QUALITY 


Chinaware for Jewelers. Novelties. 
All in stock for immediate delivery. 
Paul A. Straub & Co., Importers 
105-107 Fifth Ave. New York 








FINE CRYSTAL, CHINA 
and ART WARES 


from the best European sources 
A wonderful variety, in stock 
KOSCHERAK BROS., INC. 
129-131 Fifth Ave., New York 











ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders filled immediately from 
New York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave,, New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 











160 Fifth Avenue, New York City 





DRESDNER ART DECORATIONS 


DINNER WARE 





SCHUMANN CHINA CORP. 


14 West 23rd Street New York, N. Y. 





FINEST WATERFORD CUT 
AND ROCK CRYSTAL 
FROM SWEDEN AND FINLAND 


Highest Quality. Pre-war Prices 


J. H. VENON, INC. 
104 Fifth Avenue, New York 





104 Fifth Ave. 


ROYAL DOULTON 


English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The original production 


WM. 8. PITCAIRN CORPORATION 
New York, N. Y. 





The Gift Shows 


During the past month four important 


gift shows have been held in Chicago, 
Philadelphia and Boston and _ reports 
from these shows indicate a good attend- 
ance. The displays were carefully 
planned and extensive and buyers were 
afforded opportunities to make selections 
from innumerable items which should 
prove sales builders. 

The Eastern Manufacturers & Import- 
ers Exhibit at the Palmer House, Chicago, 
Jan. 10 to Feb. 10; the Chicago Gift 
Show, Merchandise Mart, Chicago, Feb. 
6 to 11; the Philadelphia Gift Show at 
the Hotel Adelphia, Philadelphia, Feb. 
20 to 24, and the Boston Gift Show now 
in progress at the Statler Hotel, Boston, 
(Feb. 27 to March 3) showed a quicken- 
ing of interest among buyers and ex- 
hibitors, it is reported. 





Louis S$. Hinman 


West ORANGE, N. J., Feb. 2.—Louis 
Starr Hinman, vice-president and secre- 
tary of Theodore Haviland & Co., Inc., of 
26 W. 23rd St., New York, manufacturers 
of china, died of heart disease yesterday 
at his home in Llewellyn Park after a brief 
illness. He was seventy years old. 

Mr. Hinman had been vice-president of 
Theodore Haviland & Co. since 1909, after 
having been associated for many years 
with Gerard & Abbot, china merchants, 
and John Wanamaker’s, where he was in 
charge of the china and glass department 
of both the New York and Philadelphia 
stores. 

He was a member of the Essex County 
Country Club, the Manhattan Club and the 
New York Athletic Club. Surviving are 
his wife, the former Carrie Sloane; two 
daughters, Miss Carolyn S. Hinman and 
Mrs. Everett Yeaw, Jr.» both of West 
Orange, and two sisters Mrs. Thomas 
Martin, of Tacoma, Wash., and Mrs. 
Henry Curtis, of Newton, Mass. 





Charles T. Gustafson 


Cuicaco, Feb. 17—Perhaps no death in 
the jewelry trade of Chicago has caused 
more universal sorrow than that of 
Charles T. Gustafson which came sud- 
denly at his home on Feb. 16, 

No man in the industry was more high- 
ly regarded. All of the business years 
of his 52 years were spent in the jewelry 
trade. For many years he was associated 
with C. H. Knights-Thearle Co. and was 
general manager of this company when it 
was taken over by the A. C. Becker Co. 
four years ago. He remained head of 
this unit until about one year ago. Last 
Fall he organized the C. T. Gustafson 
Co., Inc., and since then has conducted 
this business. 

Mr. Gustafson had always been as- 
sociated with every movement for the 
betterment of the industry and served a 
number of years as treasurer of the Chi- 
cago Jewelers Association. The virtues 
of his private life and of his business 
life endeared him to all who knew him. 

In his immediate family he is survived 
by his widow, two sons, and one daugh- 
ter. Funeral services will be held on Feb. 
18 at Rosehill Cemetery chapel. 
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Where 


DOMESTIC 
China and Glass 


to Buy 





a) 








LE 


~ 


do 


tear: 


LENOX, INC. 


SERVICE PLATES 


Made in America 


NOX CHINA 


DINNERWARE 
NOVELTIES 


Trenton, N. J, 
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CAN ANYONE 
AFFORD 


To BE OUT or 


THE 
JEWELERS’ 
CIRCULAR 


ANY LONGER? 


Tremendous 


taking place in the entire 
Jewelry Industry. How to 
keep in touch with those 


who remain 
kept in tou 


live ones is the all important 


question. 


New leaders— new enter- 
prises—mergers and liquida- 


tions are to 


on all sides. How can you 
in touch with the 
changes? Use the advertis- 
ing pages 
JEWELERS’ CIRCULAR. 


keep 


If conditions don’t warrant 
large space at this time, use 


small space 


thing that will enable you 
to keep your name before 


the trade. 


changes are 


and how to be 
ch with by the 


be encountered 


of THE 


but use some- 
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Profits Olfered by China and Class 


lenposters and domestic 
manufacturers of both china and glassware are vying one 
with the other to give excellent values now, and there 
never was a time that gave retail jewelers a better oppor- 
tunity to feature these two classes of merchandise. 

In chinaware, what are known as short dinner-ware 
lines are offered in great variety at prices from medium 
grades to expensively decorated sets of great value. These 
enable a jeweler to sell his sterling or plated hollowware 
to complete the dinner sets. There are after-dinner coffee 
sets, afternoon tea sets and, as the accompanying illustra- 
tion shows, most alluring chocolate sets. 

In glassware, designs in reproductions of patterns used 
in old Colonial times are quite the vogue and china firms 
too are offering the same ware as used by our ancestors. 

Control of attractive patterns and designs made especi- 
ally for jewelers are procurable so that competition by 
price cutters is eliminated. THE JEWELERS’ CIRCULAR 
will gladly cooperate in giving information along these 
lines if jewelers will but take the trouble to write in for 
such guidance as they feel they need. 

Domestic potters and glassware firms are offering some 
most attractive ware while the importers have always been 
prepared to fill jewelers’ requirements. In both cases goods 
are ready for immediate delivery so that jewelers don’t 
have to wait long for fulfillment of orders. 

There are some good values in china and glass suitable 
for bridge prizes at prices from $3.00 a dozen up. This is 
a desirable business to cultivate as in large public bridge 
parties anywhere from 25 to a 100 prizes are used in one 
evening. Dainty pieces of china or glass always make ap- 
propriate and popular trophies, and women readily appre- 
ciate their qualities in this regard. 

It is not always necessary for a retailer to carry a full 
stock of either china or glass, for many firms will be glad 
to furnish samples of a variety of patterns. Providing an 
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order is placed for sets of dinnerware or stemware in 
certain shapes, service plates of other patterns of the same 
shape may be purchased so that a complete demonstration 
may be made of the shape while the pattern or design of 
decoration is illustrated in the extra service plates. 


l, stem ware goblets 
of other designs or patterns may be ordered with a com- 
plete set of any one shape and decorations to help the cus- 
tomer visualize a table setting in any one of the patterns 
she should prefer. 

The shapes of both dinnerware and stemware are 
shown in the actual plain china or glassware. It is deco- 
ration on either of these which is designated the pattern. 
It is this pattern which determines the prices at which 
they may be sold. Much gold naturally increases the price 
in chinaware and in crystal glassware the beautiful rock 
crystal cutting increases the price. 

Period furniture may be matched with china and glass. 
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Above—Fine imported china 
chocolate set with decora- 
tion of Dresden sprays, rich 
gold lacing and heavy col- 
ored banding. Stiegel glass 
cordial set with hand ex- 
ecuted hunting scenes. 


Left—Short china dinner- 
ware line in six colors with 
gold borders and handles and 
artistic floral centers on 
plates. 
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\ pT FAIN 


YOUR SUCCESS DEPENDS 


on your ability to offer resist- 
ance to the unfair "outside" 
competition of Door to Door 
gold buyers. 





YOU CAN DO THIS 


and actually render a service 
to the people of your com- 
munity. 


GET YOUR SHARE OF 


OLD GOLD, DISCARDED 
JEWELRY, SILVER, ETC. 





WRITE US FOR DETAILS AND 
SPECIMEN OF THE PLAN 
— ITPAYS — 











Thomas J. 


DEE &CO 


Precious Metal Specialists 
55 E. WASHINGTON ST. CHICAGO 














REMEMBER 


THAT FOR 
HONEST 
PROMPT 

ACCURATE 


“RETURNS 


ON ANY MATERIAL SUCH AS 
OLD OR DISCARDED ARTICLES 


OF 


PRECIOUS METAL 


WE ARE AT YOUR 


REFINING SERVICE 





T. B. HAGSTOZ & SON 


709 SANSOM ST., PHILADELPHIA, PA. 
Thirty-four Years of Refining Service 
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For 
Quality 


Service 


Craftsmanship 
Buy Your 


PLATINUM 


WEDDING 
RINGS 


Plain, Engraved, Azured and Channelled 


from 


| JOHNSON: MaAtTTHEY 


and Company, Inc. 


15 West 47th Street, New York City 
Telephone Bry 9-4645 
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OW shall we proceed to polish the leaves of the 
pinion? 

Answer—lIn most watches, and especially in high-grade 
movements, the leaves of the pinions are polished after 
hardening and tempering. ‘The polishing is usually done 
with a wigwag polisher, which is an attachment designed 
for this and similar purposes. ‘The wigwag consists of 
a block that is formed to fit between the leaves of the 
pinion and is arranged to move back and forth very 
rapidly. The action is similar to the piston of an engine 
and the cylinder represents the polishing block. While 
this is an excellent tool for such polishing, we may pro- 
vide a very simple method for polishing the leaves with a 
boxwood lap used in our wheel and pinion cutting at- 
tachment. 

All we need to do is to turn up a small boxwood lap to 
fit the arbor of our cutter attachment. The lap should 
be about the same size as our cutter blanks and should 
be turned from wood with the end of the gram on the 
side or, in other words, it should be the same as a disk 
cut from the end of a log. We may provide several 
such blanks for such polishing purposes. To prepare the 
lap, all we need to do is to place it on the cutter arbor. and 
drive it against the pinion leaves we have cut. As the 
leaves are square and sharp on the end, the wood lap will 
be formed to fit between two leaves. When we are ready 
to polish the leaves, we simply use the attachment in the 
same manner as for pinion cutting and place a small 
amount of diamantine and oil on the lap and run it be- 
tween the leaves. This method is not used in quantity 
production, but it is exceedingly good for old jobs. 

To proceed with our pinion cutting job; the leaves are 
assumed to be properly cut, and our next step will be to 
remove the pinion from the stock. We may do this with 
a slide" rest tool as previously described, or we may cut 
the pinion off with a hand graver. In either case, the es- 
sential point to observe is to leave enough stock on the 
end of the pinion to form the pivot and we must also be 
very particular to turn the end of the pinion to a fine V 
shape point as we shall require this point to center the 
pinion when we place it in a chuck. 

To center the pinion we may place it in a wire chuck 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 














(Continued from the February issue) 


of suitable size and grip it loosly. With the thumb nail 
held against the point we turned in cutting off the pinion, 
we may quickly spin it true. In the absence of a suitable 
wire chuck, we may center the pinion in a wax chuck. 
Either method is good and many workmen prefer the 
wax chuck for very fine work. However, we prefer the 
wire chuck, as it is so much quicker. The length of our 
pinion between the jewels is given as .220. We may turn 
a square shoulder on the end of the pinion, but we must 
not remove the fine point yet. We may measure over 
the square shoulder to determine if the length is correct. 
When we have attained the correct length, then we center 
tlte pinion again carefully and proceed to turn the pivot 
to fit the jewel, or, to be more exact, allow .001 for 
finishing after the pinion is hardened and tempered. This 
would give us .015 which size may be readily measured 
with the micrometer caliper. Unless the pivot is very 
long, we may leave it as it is and store it to the proper 
length when finishing to size. ‘To harden the pinion 
we may heat it to a cherry red and quench in cottonseed 
oil. A bit of binding wire wrapped around the pinion 
will serve to hold it while heating. 

To temper the pinion, we may place it in a small box 
of white sand and lay a bright piece of steel on top of the 
sand as a color indicator, then heat the sand until the 
color indicator turns a dark blue. This will give us the 
proper temper for the pinion. The scale which forms on 
the pinion in hardening may be readily removed by plac- 
ing the pinion in hydrochloric acid for a few seconds. It 
should then be placed in a soda solution to remove all 
traces of acid. 


Directory of European Manufacturers 

The 33rd directory of the manufacturers of watch- 
making, jewelry and goldsmiths trade (for 1933) has 
again made its appearance and will be a welcome addi- 
dition to the reference library of many concerns in these 
industries in this country. Importers and exporters will 
find considerable information of value in the way of the 
tariff schedules of various countries relating to jewelry 
products, while jewelers and watchmakers generally will 
be interested in the many articles on various subjects akin 
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new Hotel Lexington for as little as $3 a day 
---$4 a day for two persons. And Lexington 
restaurant prices are equally thrifty... break- 
fast in the Main Dining Room is only 35c, 


luncheon 65c, dinner with dancing, $1.00. 


HOTEL LEXINGTON 


48TH STREET AT LEXINGTON AVENUE ¢ NEW YORK 
Directed by Ralph Hitz e Chas. E. Rochester, Manager 














“” K FAMOUS DOORWAY 


Broad Street entrance to the Bellevue- 
Stratford Hotel the Philadelphia’‘home” 
of many thousands of visitors from every 
state in America and every country in 
the world. 


You too will enjoy the thoughtful completeness of its service 
—and appreciate rates that are consistent with present times. 


BELLEVUE*STRATFORD 
PHILADELPHIA 


Craupe H. Bennett, General Manager 











Buy Made 


WATCH OF. 


Vye prepares a special oil for 
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ORDER from your JOBBER 


Ine. 
WELLE 


William F. Nye. 
New Bedford 








OLD GOLD, SILVER, PLATINUM BOUGHT 


FILINGS—SWEEPS—GOLD FILLED SCRAP 


Frequency of shipments from Jewelers in all parts of the U. S. indicate 
that our cheeks satisfy. 


Your lot is accurately valued, reported same day as received and held intact 
‘awaiting your OK 


Empire Smelting & Refining Co. -— Metallurgical Chemists 


713 SANSOM ST. PHILADELPHIA, PA. 











Recover ALL the Value 


Do your own refining and realize the most, 

te fining the Hoke way is simple and eco- 
nomical. Extra returns from the first 
refining often pay our small fee. 


Ask for our free booklet R. C. 


' Jewelers’ Technical Advice Co. 
22 Albany Street, New York City 


Co-operating with Hoke, Ine. 
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to the industry. Particularly interesting to the watch- 
making trade are the illustrations and descriptions of in- 
yentors and others who have been responsible for the 
development .of the timepieces since the 14th century. 
The directory part is divided into sub-heads giving the 
name and address of manufacturers of all articles that 
come into the jewelry industry. 

The work is published in France for 15 francs, while 
the cost in other countries is 18 and 20 francs. It is pub- 
lished at 18, rue des Volontaires, Paris. 


National Competition for Watchmakers 
Horological Institute Extends Time in Which Contestants May Enter 
_ and Send in Their Work 
WING to numerous requests, the officers of the 
Horological Institute of America have decided to 
extend the time of the prize contest for watchmakers, 
previously announced, so that applications to enter may be 
mailed not later than May 15, 1933, and specimens of 
work may be mailed not later than June 15, 1933. ‘This 
will give watchmakers throughout the country a better 
opportunity of competing in this contest in a more satisfac- 
tory manner. The committee in charge has found that 
many contestants are desirous of showing their best work, 
and rather than have them hurried or cause them to drop 
out because of lack of time, the new date was decided 
upon. 

President Hufnagel was in Washington on Feb. 20th 
to confer with General Chairman John J. Bowman, First 
Vice-President William Ramsay and Secretary R. E. 
Gould as to the details of the awards. 

The committee has decided to award the grand cash 
prize of $100 for the best exhibit in the four classes of 
work to be submitted, two inch bronze medals, merchan- 
dise and subscriptions to various jewelry trade journals. 
The JEWELERS’ CirCULAR, Keystone and Pacific Gold- 
smith each have stated that they would award such prizes. 
A full list of prize awards will be announced later. 


Regulations of the Contest 


To whom the competition is open. This competition is open to 
all watchmakers, resident in the United States, whether they are 
members of the Horological Institute of America or not. 


How to enter the competition. Any watchmaker, resident in 
the United States, may enter any or all classes of this competition 
by securing an application form from the secretary and returning 
it to him, together with an entrance fee of one dollar, before May 
15, 1933. 


Membership in the Horological Institute of America. Upon 
receipt of the entrance fee, each applicant will receive free one 
active ($5) membership in the Institute, and will be sent a mem- 
bership card. 


Close of the Competition. This competition will close June 15, 
1933. All completed material received by that date will be con- 
sidered by the judges. Material postmarked later than June 15, 
1933, will not be considered. 


Judges. The judges of the competition will be the members of 
the Examining Board of the Institute, and members of the 
Certification Committee. The decisions of the judges shall be 
final. 


Prizes. (1) A grand prize of $100 in cash will be given to the 
competitor whose work is awarded the highest total of merits in 
classes 1, 2, 3, and 4. He will also receive a special grand prize 
medal. 


(2) Separate prizes will be awarded in each class for first, 
second and third places. Suitable medals will accompany all 
prizes. 

(3) Honorable mention will be given to the most meritorious 
work not awarded other prizes. 
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Rules of the Competition. 
five classes, as follows: 


This competition will consist of 


1. A balance staff made to specified dimensions. 
. A flat steel piece made to specified dimensions. 
. Five different types of jewel settings as specified. 


> BW hd 


. An overcoiled hairspring made to specifications. 

5. An original tool or device for use in watchmaking, made 
entirely by the person submitting it. 

Prizes will be awarded in each of the first four classes on the 
basis of accuracy of dimensions, workmanship, finish and gen- 
eral appearance of the material submitted. A grand prize will 
be awarded for the highest total of merits in these four classes. 

Prizes in class 5 will be awarded on the basis of both the utility 
and the workmanship embodied in the tool submitted. 

It is not necessary to enter all classes, but each competitor may 
enter any of the classes he wishes. Only those entering all of 
the first four classes will be considered for the grand prize. 

All correspondence connected with this competition and 
the finished material should be addressed to the home ad- 
dress of the secretary, R. E. Gould, Secretary, Horological 
Institute of America, 114 Philadelphia Ave., Takoma 
Park, Md. All checks should be made payable to the 


Horological Institute of America. 


Merchandise Market 
Steuben Division Issues Attractive Sales Aid 


The Steuben division of the Corning Glass Works, Corning, 
N. Y., has issued an attractive loose leaf catalog containing 44 
pages printed in two colors and in addition an appendix show- 
ing black and white sketches of all the designs referred to in 
the catalog proper. The pages are on good quality heavy stock 
and the illustrations are shown in white against a blue back- 
ground. Full information for ordering stock is given. 





New Traub Catalog 


The Traub Manufacturing Co., 1934 McGraw Ave., Detroit, 
Mich., has issued its 1933 catalog and price list. It contains 21 
pages 6 x 9 and, in addition to telegraph code names for order- 
ing and other helpful information, illustrates the new line of 
Orange Blossom engagement and wedding rings. Numbers 
which have been eliminated from the active list can be furnished 
on special order. 





Apex Leather Watch Straps 


The Apex Leather Goods & Novelty Co. is showing a line of 
18 different assortments of leather watch straps made of the 
finest genuine leathers. The 16 salesmen, who cover the entire 
country, are ready to call on the jobbers’ material houses, and 
retailers. A “special deal” is being offered whereby purchasers 
are given a fine loose leaf cover with name and address stamped 
in gold, free of charge. In addition to leather watch straps 
a complete line of men’s flat goods is manufactured. 





“‘Minitmaster” Telechron 


The “Minitmaster” model is the latest addition to the Tele- 
chron clock line. It is smartly designed and popularly priced. 
“Minitmaster” is as accurate as any other Telechron, yet it 
does not resemble a clock. It is operated by a self-starting 
synchronous electric motor. In place of the usual dial and 
hands, the time is indicated by large, distinct numerals which 
change once every 60 seconds. The seconds “pass in review” 
on a revolving disc just below the hour and minute numerals. 
As soon as this disc completes 55 seconds, the minute numeral 
begins to change and completes action to the next numeral when 
the second disc reaches exactly “60.” A small electric lamp 
effectively illuminates the numerals as well as the decorative de- 
sign which is etched on the crystal. A regular current-interrup- 
tion indicator will be noticed between the hour and minute 
numerals. ‘“Minitmaster” is easily set by lifting the cover and 
moving numeral drums forward as desired. 








EES & SANDERS 


TRY US OUT 


FOR YOURSELF 


SWEEP SMELTERS. 
BIRMINGHAMSMI,ENG. 




















ON MY WAY TO 
NEW YORK AND 
THE PICCADILLY 


# 


. best hotel | know! 
Near everything, just 
200 feet from Broad- 
way. Modern, hospit- 
able, and comfortable. 


Like the Manager, 
/ like the rates —$2.50 

single, $3.50 double, 
for a room with bath! 


THE HOTEL - 
PICCADILLY 


oC 45th St. « W. of Broadway * New York 
WILLIAM MADLUNG, Mag. Dir. 











REEVE & MITCHELL CO. | 
SINCE 1898 
NON-TARNISHING 


FLANNEL BAGS and ROLLS 





| 
Philadelphia, Pa. | 


1110 Sansom Street 








INTRODUCTION TO THE 


THEORY OF SPECTACLES 
By PROF. OTTO HENKER 
Valuable to practitioners and students of Optometry and Optics. 
Price $1.50 
THE OPTICAL JOURNAL & REVIEW 
239 West 39th St., New York 

















FOR QUICK, ACCURATE AND 
SATISFACTORY RETURNS 
EASTERN SMELTING & REFINING CORP. 


Refiners of Gold, Silver and Platinium 
SWEEP SMELTERS 
Established 1896 
107-109 West Brookline St., Boston, Mass. 



























The ewel Torch 
— One Hand Control — 


The flame is adjusted by a touch; you can 
have a sharp teedle-shaped flame, hot ‘enough to 
weld platinum, or instantly change to a big 
soft brush flame for annealing or tempering. 


Hoke, Incorporated Ask for free 
22 Albany St., .ew York City folder J. 
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UMBLING Barrels—The writer is making up some 

cheap rings. ‘These are of brass; to chromium plate 
them, it is necessary to burnish them for a nickel plate, 
then burnish them again before applying the chromium. 
So far we have had to use hand polishing, but we want 
to get more speed, as well as nice work. Can you advise 
us the way, and what materials are used in factories to 
barrel polish? We understand that all ring houses that 
make up cheap rings use a barrel polisher that handles 
a quantity of pieces at once, and turns out very satisfactory 


work (Question No. 4859)—J. A. W. 


Answer.—You can handle your rings very cheaply in a 
tumbling barrel. These barrels burnish your work with 
the addition of steel balls, nickel shot or other material 
in connection with a sodium or soap solution. Various 
materials and solutions are used for such tumbling. The 
finish will not compare with hand polishing but at the 
same time it is very good. We would suggest that you 
obtain a copy of the Brass World, which will give you 
the address of quite a number of manufacturers who can 
supply tumbling barrels in any required size. They will 
also advise you of the materials and solutions that are 
best to use for your class of work. 


HY do mainsprings break? “In certain watches 

in which I put mainsprings I have had to replace 
as many as six to eight before succeeding in having one 
satisfactory. I have put in these mainsprings by hand and 
with a winder, with the same results. In some cases I 
have used imitation mainsprings with same results as 
genuine mainsprings. I have found that this breaking 
happens mostly during the summer months and have had 
it explained to me that it is due to abnormal weather 
conditions or burrs, etc., in the mainspring barrel. 

“As I have had trouble explaining to my customers, 
just the cause of this happening, I would greatly appre- 
ciate any information in regards to preventing this break- 
age or some satisfactory explanation as to the cause of 
this so 1 may not appear to be at fault in my repairing.” 


(Question No. 4860)—H. F. » 


Answer.—Your question in regard to excessive main- 
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WORKSOP WCOITES ¢ QUIERITIES. 


spring breakage is not a new one. As a matter of fact 
this has been the experience of quite a number of watch- 
makers in the past and as you say this happens mostly 
in the summer months. ‘This is assumed to be due to 
abnormal weather conditions and while there have been 
many explanations of this, at the same time there has 
never been a universal explanation advanced. ‘That is 
to say that there isn’t any one set of rules that will cover 
all such breakage. This writer can recall one case where 
he fitted 22 mainsprings in a first class American watch. 
‘The work was done with a mainspring winder and every 
fitting was carefully handled. Some of these springs 
would break on first winding and some of them would 
run a day or two, but all of the number broke and some 
of them in a great number of pieces. These mainsprings 
were replaced by the company that made them so it is 
possible that there is some fault in the manufacture of 
the mainsprings, which could certainly be possible. 


ILVER Polish.—‘‘We shall appreciate your sending 

us any formulae which you may have or know of 
for making silver polish either in liquid form or in paste 
form. We are also interested in formulae that may be 
used for cleaning jewelry in the home. We have a very 
good polish but our customers object to the odor of 
ammonia.” (Question No. 4861)—J. G. & Co. 

Answer.—Herewith we give you two formulae for 
silver polish. 

No. 1, consists of a mixture of 250 parts whiting, 62 
parts white lead, 23 parts white magnesia and 23 parts 
of soft rouge. 

No. 2, which may be made up in cake form is made 
as follows: Dissolve 2 parts of castile soap in 2 parts 
soft water, heating this will of course assist. When 
melted remove and stir in 6 parts fine whiting, adding 
a little rouge for color as desirable. Pour this into molds 
and allow to cool. 

Most liquid polishes use a small amount of ammonia 
simply as a dirt remover, but at the same time it is hardly 
necessary. We would suggest that you eliminate the 
ammonia and in its place add a small amount of carbon 
tetra-chloride. 








Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted”’ $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 
tisement. , 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all an- 
swers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 


TY Serna sieeeeatinall 


Situations Wanted. 


Under this heading, 75c. for first 
25 words, Se. for each additional 


word; minimum charge, 75c. 














EXPERT all around watchmaker, jeweler, 
engraver, diamond _ setter, window 
dresser, at once; 30 years’ bench. W. T. 
Lambert, 1219 12th St., Augusta, Ga. 





ENGRAVER, diamond setter and manu- 
facturing jeweler; best of references. 
= “W., 8971,” care Jewelers’ Cir- 
cular. 





A-1 WATCHMAKER, jeweler and en- 
graver, 18 years’ experience; good ref- 
erence; reasonable salary. Address 
“D., 8981,” care Jewelers’ Circular. 


RETAIL SALESMAN, young man of fine 
ability, enjoying a clean reputation, 
seeks connection. Address “Y., 8853,’ 
care Jewelers’ Circular. 





WATCHMAKER, 25 years’ experience 
wishes position; married; have tools; 
references; New York or Long Island. 
— “L., 8931,” care Jewelers’ Cir- 
cular. 





COMBINATION MAN, first class watch- 
maker, jeweler, engraver, desires posi- 
tion; would consider operating small 
store for repairs; best references. Ad- 
dress “C., 8947,” care Jewelers’ Circular. 





MISS RICH, formerly of A. Suderov, 
wishes to make connection with a re- 
liable jewelry manufacturer, whole- 
saler or jobber. Address 736 Kelly St., 
New York. Telephone, Lud. 4-6471. 





WATCHMAKER, age 25, technical train- 
ing, experienced on Swiss and American 
watches; salesman; references. Ad- 
dress “A., 8950," care Jewelers’ Cir- 
cular. 





EXPERT WATCHMAKER wants job; 
diamond setter, plain engraver and 
jeweler; $22 per week; married, age 
38. ‘“Watchmaker,’ General Delivery, 
Chester, S. C. 





WATCH SALESMAN, 15 years’ experi- 
ence, travel in car, desires line from 
responsible importers, commission basis. 
Address “E., 8955,’ care Jewelers’ Cir- 
cular. 





FIRST CLASS engraver and watchmaker, 
20 years’ experience in high grade retail 
stores; best references and samples or 
engraving; reasonable salary. Address 
“C., 8953," care Jewelers’ Circular. 





IF YOU REQUIRE SERVICES of a clean 
cut young man in managerial capacity, 
you will profit by answering this ad. 
— “R., 13,” care Jewelers’ Cir- 
cular. 





A-1 WATCHMAKER and salesman, 11 
years’ experience; good estimator; best 
reference for ability and honesty; go 
anywhere. Ray C. Gable, 19 Pearl St., 
Lancaster, Pa. . 





HERE’S YOUR CHANCE to acquire a 
thoroughly experienced retail salesman, 
a clean-cut and affable young man of 
fine ability. Address “Q., 12,” care 
Jewelers’ Circular. 





EXPERIENCED SALESMAN _ install- 
ment, all around man, can build dis- 
plays, dress windows, write showcards; 
highest references available. Address 
“A, 11,” care Jewelers’ Circular. 





WATCHMAKER, long experience, repair 
anything in watches and clocks; capa- 
ble of taking full charge. Address “E., 
8983,” care Jewelers’ Circular. 





WATCHMAKER, 29, German, thoroughly 
experienced, accurate, reliable worker, 
best references, desires position. Ad- 
dress “C., 8977,” care Jewelers’ Circular. 





IF YOU ARE IN NEED of a watchmaker, 
jeweler or optician, write to Henry 
Paulson & Co., So. Wabash Ave., 
Chicago, Il. 





YOUNG LADY, bookkeeper, typist, 10 
years’ jewelry and watch experience, 
complete charge. Address “B., 8913,” 
care Jewelers’ Circular. 





INSIDE JOB WANTED by clean-cut 
ae man; capable keeping stock, fill- 
ng orders, etc. Address “F., 8812,” 
care Jewelers’ Circular. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





PAWNBROKER’S CLERK, all around 
man, originally own business, desires 
opportunity as counterman, appraiser 
or salesman; well known in trade. Ad- 
dress “J., 25,” care Jewelers’ Circular. 





HUB AND DIE CUTTER, jewelry de- 
signer, able to make all tools for same, 
desires steady position with reliable 
firm. Address “R., 8966,” care Jewel- 
ers’ Circular. 





JEWELER with executive ability, ex- 
perienced on platinum and gold _ special 
order work; also high ade diamond 
setter and repairer; references. Ad- 
dress “J., 8,” care Jewelers’ Circular. 





WATCHMAKER 20 years’ experience on 
all grades American and Swiss watches ; 
skilled mechanic; can estimate, sell; 
American, industrious. Address “B., 
8978,” care Jewelers’ Circular. 





WATCHMAKER, 30, German, experienced 
on all kinds of watches, can wait on 
customers, wants permanent position ; 
New York City preferred. Hans Dorn- 
heim, 116 Grant Ave., Brooklyn, N. Y. 





HUB CUTTER, desginer and die 
expert; reliable and reasonable; per! 
manent position preferred, or 
work at home. Address “A., 8749» 
care Jewelers’ Circular. Ps 





is 


CAPABLE SELLING in every branch: 
retail salesman, clean cut young man of 
unusual ability seeks position With 
future. Address “A., 8856,” care Jewel. 
ers’ Circular. 





ns 


WINDOW TRIMMER, capable creat 
effective displays and attractive show 
card work, is available for occasiona} 
night jobs or Sundays. Address “B 
8829,” care Jewelers’ Circular. by 





es 


YOUNG MAN, honest and _ dependable 
seeks position with reliable wholesale 
or retail outfit where he could be of 
general assistance. Address “D., 8819” 
care Jewelers’ Circular. ‘ 





tes, 


RETAIL CREDIT SALESMAN, Single, 
30, thorough knowledge of credit busi. 
ness in all its branches; willing to 
locate anywhere. A-1 references. Ad. 
pe “H., 8935,” care Jewelers’ Cir. 
cular. 





JEWELER, DIAMOND SETTER, expert 
on gold and platinum repairs; seven 
years with present firm; reason for leay- 
ing, closing shop; best of references, 
——e “J., 8938," care Jewelers’ Cir- 
cular. 


a 





RETAIL SALESMAN, 18 years’ retail ex. 
perience as real salesman; trim at- 
tractive windows, cash or credit store; 
capable of managing; fine references: 
salary secondary. Address “P., 8944,” 
care Jewelers’ Circular. 





MISS SUDERVER, former head book- 
keeper of A. Suderov, wishes connection 
with reliable diamond and jewelry con- 
cern; do stenography and typewriting. 
Address 1166 Lincoln Place, Brooklyn, 
N. Y. Phone—Decatur 2-7957. 





EXPERIENCED YOUNG LADY wishes 
connection with wholesale or retail 
jeweler; capable to keep books, sell, 
repair and design necklaces, etc. ; refer- 
ences. Address “F., 8956,” care Jewel- 
ers’ Circular. 





WATCHMAKER, Christian, age 36, whose 
honesty and ability are unquestionable, 
years in charge of a New York repair 
department, desires responsible position 
with reliable concern. Address “Y., 
8946,” care Jewelers’ Circular. 





WATCHMAKER, single, with many years’ 
experience on Swiss and American 
watches and clocks, wants position in 
retail jewelry store: good reference; 
can go anywhere. Scoccini, 731 West 
Fayette St., Baltimore, Md. 





WINDOW TRIMMER serving jewelers 
exclusively, capable creating effective 
displays and attractive show-card work, 
is now available for occasional jobs. 
Address “T., 14,” care Jewelers’ Cir- 
cular. 





LADY, experienced assistant watch re- 
pairer, plain engraver, light jewelry re- 
pairing, and saleslady wishes position 
as repair clerk, estimator, saleslady; 
references. Address “B., 23,” care 
Jewelers’ Circular. 





BOOKKEEPER - EXECUTIVE, stenog- 
rapher, long experience, thoroughly 
competent to hold responsible position, 
take charge office, collections, corre- 
spondence; also selling if required. Ad- 
dress “A., 24,” care Jewelers’ Circular. 





BOOKKEEPER-STENOGRAPHER, over 
five years’ experience, high-class jewelry 
firm; possessing initiative ; thoroughly 
competent to take full charge office. 
_— Landy, 914 Bryant Ave., New 
York. 
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A Silly Ruling Modified 


(From Page 27) 


the decision of the Department, have 
been atempting to force retail jewelers 
to report the names of the customers 
buying mountings for the customer’s 
own gems and in some cases intimating 
that the jeweler would be responsible 
for the tax if the information was not 
given. This is, of course, without any 
basis in law even were the strange in- 
terpretation of the Department al- 
lowed to remain, for there is no penalty 
involved in the failure of the jeweler 
to make such a report upon his cus- 
tomer. However, the new ruling on 
the regulations (which may be issued 
before this issue of THE JEWELERS’ 
CIRCULAR is circulated), will prob- 
ably eliminate the customer’s liability 
to the tax as the result of the use of 
an article of which he is the producer 
and there is no reason why retailers 
should subject their customers to an- 
noyance by reporting such transactions 
beyond the simple report on the sale 
of the mounting and paying the tax 
thereon. 

Retailers who have been annoyed 
by the activity of their local collectors 
in this regard should call their atten- 
tion to the coming ruling that will 
eliminate the consumer’s liability and 
restrict the tax obligation to one who 
is engaged in the business of import- 
ing, manufacturing or producing and 
urge that the collector await the for- 
mal receipt of this before taking any 
action. As far as THE JEWELERS’ 
Circutar has been able to learn, the 
larger jewelers of the country have 
already treated Regulation S.T. 570 
interpreting Par. 622 as a dead let- 
ter and have simply paid taxes on the 
mounting which they have supplied. 


Frank H. Sadler 

ATTLEBORO, Mass., Feb. 2—Frank H. 
Sadler, one of the oldest manufacturing 
jewelers in this section, having been for 
more than 50 years actively engaged in 
the industry, died at his home, 125 
County St., Jan. 25. He would have been 
80 years old in May and had been totally 
blind for the past two years but had kept 
in close touch with the affairs of the 
F. H. Sadler Co. up to a short time ago. 
Death followed an illness of 10 days 
with the grippe. 

Mr. Sadler was born in North Attleboro, 
but came to this city when the firm of 
F. H. Sadler & Co. was founded half a 
century ago. The firm was located in 
the Bigney Building in County St. and 
manufactured a line of women’s jewelry. 
His brother, L. E. Sadler, who has been 
associated with him, survives, also his 
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widow and three daughters. In former 
years Mr. Sadler was affiliated with fra- 
ternal organizations and was active in 
local church circles. 





A. N. R. J. A. Starts Fight on State 
Sales Tax Laws 


In addition to its fight for relief from 
unfair and unjust Federal excise taxes 
upon the sales of jewelry, the American 
National Retail Jewelers Association is 
about to wage a fight against sales taxes 
in the various states in which they have 
been proposed, in so far as they affect 
the retail jeweler. 

In connection with this, the following 
announcement has been sent out by Pres- 
ident William D. McNeil and Secretary 
Charles T. Evans: 


State SALEs TAXES 
To State and Local Association Officers: 

Are States Sales Taxes being proposed in 
your State? If so, we ask that you send us any 
available data you may have on the subject, so 
we can cooperate with you to defeat these 
measures. 

The ANRJA is in sympathy with the move- 
ment inaugurated by the National Retail Dry 
Goods Association, and other groups, to defeat 
State Sales Taxes, but we must be on our 
guard against some SUBSTITUTE measure 
that would relieve some businesses of the bur- 
den of taxation, and place it on a selected group, 
in which the retail jeweler would surely find 
himself. 

We believe every retail jeweler is willing to 
assume his share of any tax, fairly and equitably 
assessed against all alike, but he does object, 
and rightly so, to discriminatory legislation of 
any kind and in the present instance, any state 
which enacts a sales tax is discriminating 
against its own merchants to the advantage of 
retailers in neighboring states, unaffected by 
such a tax. 

In one state at least, a suggested sales tax 
has been replaced in committee by a selective 
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sales tax—that state is Washington. This 
proposed law places a 10 per cent tax on jewelry 
and while it has not been passed, we warn all 
of you to be alert on this subject, especially 
in times like these, when Congress and the 
State Legislatures are making such efforts to 
“balance the budget,” theoretically, at least. 
Keep in touch with this office, so that we may 
work together to our mutual advantage. 





Platinum Market 


Platinum prices, as of Feb. 23, were 
officially quoted as: 


MED wd adudddeW@adedaddecuneoneandadus $24.00 
Containing 5 per cent iridium......... 25.00 
Containing 10 per cent iridium........ 26.00 
RRM. cpdatenewewaddadsaeewde case 50.00 
PO ok dc kubesdanaedewhasaeeeseees 20.00 


Prices of Silver Bars 


Government New 
London Assay Sell- York 


Date Official ing Price Official 
MOE” Siaweeans 17 28% 25% 

Wem” weudcnnes 16% 28% 25% 

i. a eee 16}4 28% 25% 

WO SE ctieewens 17 #5 29% 27 





The Ostby & Barton Co., Providence, 
R. I., has just completely made over its 
wedding ring line, and has now sent 
to all branch offices and salesmen com- 
plete, brand new sample lines of O-B 
Noblesse wedding rings. This line con- 
tains rolled, hand engraved and beauti- 
ful chased patterns, all in 18K white gold, 
as well as natural gold rings for men 
and women. There are also matched 
sets, a ring for the woman and a ring 
for the man. 
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‘‘WATCH WATSON”’ is again the trade : 
emphasized, this year. 


Advertising reaching hundreds of thousandg 
national magazines and prominent newspapg 
Pages of illustrated editorial matter in these q 
other publications, prove that editors of smarg 
magazines award the palm to Watson for auth 
ticity and beauty of creations. Never before h 

the Watson patterns in your store been so vig 
ously backed by aggressive national advertisi 
All this promises real profit and rapid turnover 
the jeweler tying to Watson’s sure-fire sales pf 

motion plan for 19 
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Watson. 
The Watson Handbook ¥ 


enable you to reorder a 
profitably. Write for it tod 
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